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“HALF THE FUN OF HAVING FEET” 


The “Red Goose” trademark is second to none in the minds of the 





iM general consuming public of our nation. 












This No. 1 trademark has become the national buy-word. 


Consistent advertising for more than a quarter century, telling the people of our 
| nation of the unwavering adherence to our policy of ALL-LEATHER construction, 
a and through providing honest shoe values, no doubt, sounds the keynote to the out- 


standing success of the “Red Goose” line. 


Those dealers who avail themselves of the powerful selling influence, the wide- 
spread good-will, and the national buying habit that the “Red Goose” trademark 


represents, enjoy a very definite advantage. 


Those dealers who not alone stock the “Red Goose” line, but who make reasonable 
io , effort to identify their stores as headquarters for this preferred line, are in strong 


position to enjoy the juvenile business of their respective communities. 


4 ©@ post card will bring our salesman to your store. © 
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COL. ROBERT A. ROOS of Roos 


Bros., San Francisco, Calif., says: 


“Common sense seems to be out 
of fashion. We reason, instead, in 
a mysterious language, the lan- 
guage of the ‘isms.’ This weird 
language purports to prove in the 





most remarkable manner, that con- 
trary to common sense, two and 
two make four only on Tuesdays 
and Thursdays. The method of the 
logic is considered more important 
than the truth of its conclusions. 

“What is common sense but the 
least common denominator of basic 
thinking in which the whole Amer- 
ican mind can participate, and 
which the whole American mind 
can understand? What is it but 
the traditional, hard-headed Amer- 
ican thinking which has overcome 
adversities for over 160 years, and 
built the greatest general standard 
of living the world has ever known? 
Isn’t this the place to start the prac- 
tical forward march, to the kind 
of economic prosperity which 
brings sound, consistent improve- 
ments to our basic standard of 
living? 

“Common sense tells us we can 


only overcome adversity by fight- 
ing it with courage and confidence, 
with everybody doing his share, and 
making his sacrifices. That is the 
American tradition; to face the 
problem, roll up the sleeves and dig 
into it. . . not to trust that it will 
solve itself through some new 
theory.” 
* * * 

eVOHN REILLY, art director and 
promotion manager of the Boot 
AND SHOE REcorDER, has a glorious 
story in the June issue of Country 
Life on a Coursing Meet that he at- 
tended at Foxford in the County of 
Mayo, Ireland. This was a gather- 
ing of real farmers and real sports- 


aa! F) 
‘ iA) 4 4) 2 a 
wf 








men, in which dogs chase hares in 
the open field and the spectators 
cheer when the hare is lucky enough 
to elude the dogs. 

The article was illustrated with 
photographs taken by the author 
and is a grand sports story. As John 
reported, “It was shining brightly 
in Connemarra and weather in Ire- 
land waits for neither man nor 
horse.” 

Mr. Reilly follows the hounds and 


the horses and finds an acceptance 
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of fine footwear for men here and 
abroad on the increase because of 
the growing enthusiasm for sports 
life. 
* * * 

BB. C. HEACOCK says: 

“We are told that when Washing- 
ton, Jefferson and company origi- 
nally assigned tasks to governmental 








and business leaders we had in this 
country a ‘simple economy’ and 
that now we have a ‘complex econ- 
omy,’ though I have never been able 
to see why one is complex and the 
other is simple. When my grand- 
mother had to build a fire out of 
buffalo chips and make a pot of 
soup out of nothing, that wasn’t so 
simple. My daughter can turn on 
the gas, open up a tin can and there 
is the soup. I would like to know 
which is the complex and which 
the simple.” 


* * * 


*6§ AM a citizen of no mean 
state” is a saying that comes to 
us down through the ages and was 
said by Saint Paul. 

I hope that I will be able to 
say as much after the Greater New 
York Fund is completed. Here, in 
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the city of New York, with a pop- 
ulation of seven and a half million 
in the five boroughs and a working 
population of two million more 
coming out of Jersey, Connecticut 
and Long Island—a drive is on for 
a community fund of $10,000,000 
for the extra charitable purposes 
caused by the depression and un- 
employment. 

One month has passed and only 
$3,000,000 has been subscribed. 
Committees of men in all trades 
are pounding the pavement, urging 
corporations and employees to con- 
tribute the equivalent of one day’s 
pay. Sure, times are bad and 
everyone needs every penny for 
something or other; and debts are 
mounting high and few businesses 
and few families have reserves—- 
but, nevertheless, the sick and the 
needy must be helped. A proud 
city, with its tremendous buttresses 
of wealth, cannot afford to show 
its face to the nation without ac- 
complishing the objective. It is 
true the Jewish Federation Drive, 
the Catholic Charity Drive and all 
the other drives preceded this one 
and many have given liberally, but 
these are extraordinary times and 
it is up to every shoe man and 
every other trade man in New 
York City to dig, dig, dig—for the 
reputation of the city is at stake. 

The slice asked of the shoe in- 
dustry is only $22,000 and the 
pledges and contributions have 
been coming in so slowly that this 
final request is made for all shoe 
men in the district to report to 
Ray Dovell, 555 Fifth Avenue, so 
that the shoe industry, at least, can 
say that it went over the top. 


AMONG the customers for golf 
shoes at Pokorny’s, New Orleans, 
recently, says Ralph Levey, man- 
ager, was a negro man. “Do you 
play golf?” Mr. Levey asked. “No 
suh,” he was answered, “but I uses 
them kind with the spikes in the 
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—lIn cities and towns all over this 
country of ours big and little shiny 
jalopies are darting hither and yon 
distributing packages for all sorts 
of stores. 

—That's part of the service the pub- 
lic expects today—quick and free 
delivery service— 

—And it costs money—but competi- 
tion and the public's demand make 
it imperative. 

—In 1841 the first express wagon ran 
in New York—a one-horse affair, 
the body covered with white can- 
vas. 

—It aroused great curiosity and 
some ridicule, because errand boys 
or "chance carriers" were sup- 
posed to do that sort of work. 

—A wealthy customer of A. T. Stew- 
art, the noted New York merchant, 
once bought a small article and 
asked to have it delivered. 

—Mr. Stewart hired a dray, de- 
livered the article, and added the 
drayman's charge to the bill. 

—Nowadays Mrs. John Q. Public 
buys a new lipstick and asks to have 
it “sent please." 

—How easy it is to become accus- 
tomed to Servicel 
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President 





soles fo’ hustlin cotton on the wharf 
so’s I won’t slip.” 


* * * 


THE United States News writes: 
“A worker, losing his job in pri- 
vate industry, earns an average of 
50 cents an hour if working for 
WPA. A worker, keeping his job 
in private industry, will be assured 
of a minimum of 25 cents an hour 
if Congress approves the House 
plan for placing a floor under 
wages. On WPA, an average relief 
worker earns $12.50 for working 25 
hours. This is close to a three-day 
week. On a job in industry, if Con- 
gress approves the proposed labor 


standards law, a worker may earn a 
minimum of $1] a week by working 
the maximum of 44 hours. This is 
a five and one-half day week. Work 
relief for the man out of a job—as 
it averages—offers more money for 
fewer hours of work than does the 
type of minimum standard job in 
private industry that Congress may 
provide with the plan to place a 
bottom under wages and a top on 
hours of employment. 

“A worker on WPA is assured 
an hourly, a weekly, a monthly and 
a yearly wage. His monthly wage 
averages $53 and his yearly wage 
$636. His regular employment to 
earn that wage depends upon his 
inability to find a job in industry 
and upon the amount of money that 
Congress appropriates to continue 
work relief projects. 

“A worker in industry, through a 
labor standards law, would be as- 
sured of a minimum hourly wage 
and a maximum work week. He 
would be assured of pay at not less 
than 25 cents an hour. But there 
would be no assurance of a weekly, 
monthly or yearly wage. This work- 
er’s job would depend upon his own 
productiveness and upon the vol- 
ume of business in the hands of his 


employer.” ie 


- DIXIE TIGHE in the Connecticut 


Nutmeg, says: 

“Felix Racamillo has been the 
ten-cents-a-shine man at the Stam- 
ford station for over 15 years. He 
used to have four assistants back in 
the days when a gentleman threw 
away his shoes if he as much as 
broke a lace. Now he is the sole 





operator, smoking his pipe between 
shines and putting the critical eye 
on the shoes of the New York bound 
commuters. 

“Names mean absolutely nothing 
to Felix and neither does the En- 
glish language. For many years he 
earned a very nice living with two _ 
phrases, ‘Nice-a day’ and ‘Foul-a 
weather.’ Recently his economic sit- 
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uation roused him into learning how 
to say, ‘Business is just-a too bad.’ 

“Despite Felix’s protests about 
the shine-’em-up business he has 
managed to ring up so many dimes 
on his old-fashioned cash register 
that the number ‘10’ is not only 
worn off the key but the key itself 
is just a hollow shadow of its for- 
mer self. 

“In his 15 years at the station 
Felix has made a study of commut- 
ers; he studies them by their heels. 
He can tell a new commuter by the 
length of the blades of grass he finds 
stuck to the sole leather; the regular 
group he says he knows ‘Just-a by 


size.’ ” 
* * # 


THE Retail Merchants Association 
of Mansfield, Ohio, writes: 


“The editorial ‘How Much of the 
Job Is Yours’ in the May 28 issue 
of the Boot anp SHOE RECORDER 
was called to our attention by 
President C. M. Crafton of Crafton 
Shoes, Mansfield, Ohio. I would 
like authorization to print copies 
of it for distribution to members 
in our city.” 

We on the REcorDER say “Go 
to it,” because if an individual’s 
responsibility is 1 of the 

130,000,000 

total of job of restoring work, con- 
fidence and cooperation to Amer- 
ica then a chain of letters to every 
American citizen who is interested 
in increasing the general economic 
welfare will multiply the effective- 
ness of that splendid idea ex- 
pressed by h.g.w. 


* * * 


DR. SCHOLL’S Foot Comfort 
Week will be celebrated this year 
from June 18 to 25 inclusive. 
Thousands of shoe stores will ac- 
tively participate, installing Foot 
Comfort Week window displays 
and building a unit display on the 
counter—thus tying in with the 
extensive special advertising cam- 
paigns conducted during this pe- 
riod by the Scholl Mfg. Co., Inc. 

Inaugurated twenty-two years ago 
by Dr. Wm. M. Scholl of Chicago, 
noted foot authority, to focus pub- 
lic attention on the important re- 
lationship between foot health and 











general physical well-being, FOOT 
COMFORT WEEK has §ssteadily 


grown in popularity with dealers. 


* * * 


BRAYMOND TWYEFFORT says: 

“I wish to compliment you on 
the ‘Boot anp SHOE RECORDER 
issue of May 21, and I am wonder- 
ing, like you, ‘What are we waiting 
for?’ The merchants and consumers 
apparently seem to be in a state of 
catalepsy, and the sooner the mer- 
chants realize that they have to go 
out after business instead of wear- 
ing out seat room, the quicker busi- 
ness will pick up. Just merely wait- 
ing isn’t going to make business, 
and the shoe industry should start 
the ball rolling by walking out of 
the rut which we are in today. 

“T was quite interested in Harold 
McSpaden’s item, ‘Success in Golf.’ 
His influence on a wide selection of 
shoes and the right shoe helps the 
golf game. Last year over two hun- 
dred and thirty-five million dollars 
were spent on golf in America, with 
over two million players, and as 
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old Gill Nichols said the other day, 
‘A long drive depends on foot ac- 
tion.” I believe that many men 
could improve their golf game with 
a golf shoe suitable for them, for 
you cannot play good golf in a 
pair of shoes that look like dancing 
pumps with narrow pointed toes, 
because a pointed toe on the back 
pivot skids and causes a knee bend, 
and breaks the leverage of the 
stroke.” 
* * * 

PLANS for a National Display 
Week, in which retailers will be 
urged to “clean up” and modernize 
their window displays, were 
launched last week by the Interna- 
tional Display Executives Associa- 
tion, held in conjunction with an 
exhibit of display materials and fix- 
tures, at the Hotel Pennsylvania. 
The aim of the event is to improve 
window displays in all types of 
stores, inasmuch as some retailers 
leave the same displays in their 
windows for months at a time—ac- 
cording to W. Bacheller, president 
of the association. 








"It’s stupendous! Colossal! But | want something a little more terrific to go 
with my new brown suit.” 




































































TO hear buyers at a shoe show earnestly discussing 
with their manufacturer-friends the Presidential atti- 
tude toward the Wagner Act and its offspring, the 
National Labor Relations Board; to listen in while 
retail merchants look over a line of shoes and ask 
questions, not about methods of construction, prices 
and materials, but about the Administration’s notions 
of a planned economy and its effect on business in 
general—all this may strike one as a bit incongruous— 
certainly unusual, to say the least. 

Yet that is precisely what happened in Boston this 
week, when many hundreds of merchant buyers gath- 
ered for the annual Boston Shoe Fair and came in 
contact with the more than 500 exhibitors in the 
Hotels Statler and Copley-Plaza, as well as in other 
hotels which had a goodly number of sample rooms 
available for display purposes. The Parker House, 
alone, had 100 or more. 

The explanation is very simple. These buyers of 
shoes, while interested in style and price, were even 
more interested in forecasting the near-term future of 
business in general. The question of what shoes to 
buy was answered by the former; but the problem of 
how much to buy and when to specify delivery could 
be solved only by an intensive study of the latter. And 
so strongly did the feeling persist that the Adminis- 
tration policies at this time can make or break busi- 
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CAUTIOUS BUYING 








ness, that a vast majority of merchants wanted to know 
all they could about these policies before deciding on 
the volume of their purchases. 

Therefore, while there was buying, it can best be 
described as “cautious.” Whereas, as one trade author- 
ity put it, “at this time of year the big buyers are in 
the habit of placing about fifty per cent of their Fall 
orders, this year it is considerably less. These same 
merchants, on the other hand, expect to place repeat 
orders later.” 

Stated briefly, then, while buying did not reach the 
volume which it had in some years, nevertheless it was 
better than expected, and fully justified holding the 
show at this time of year, rather than later. 

Though not quite certain in their views of business 
conditions this Fall, merchants were almost unanimous 
in their feeling that prices have been stabilized; that 
hide and leather prices have at last moved up from 
their low levels; and that no price advantage is to be 
gained by waiting. To this extent, at least, the atmos- 
phere was clarified by the Fair. 

Still another and more significant development was 
noted—the large increase in the number of exhibiting 
firms which laid stress on their in-stock facilities— 
seeming to portend a reversal in the trend away from 
that method of manufacturer-merchandising which has 
been in existence in some parts of the country over a 
period of years. Not only were there on hand all the 
old-line firms which have always had in-stock depart- 
ments but several new ones as well, manufacturers 
who heretofore have done all their business on a 
make-up basis and who, since the Boston Shoe Fair 
of 1937, have decided to carry at least some of their 
styles in stock. This is true, even among some of those 
manufacturers who normally do most of their business 
with so-called volume buyers. 

As the Fair developed, following the opening day 
which was taken up mostly in renewing acquaintances, 
buyers began their tour of the sample rooms and their 
comments revealed some interesting and important 
news. As boiled down by the manufacturers to whom 
they talked, it seems obvious that retail inventories in 
most stores have been reduced to nearly normal pro- 
portions; that retail trade has continued at the same- 
rate for about the last three months, instead of showing 
an increase followed by a corresponding decrease which 
is usually the case; that a late Spring (and a darned 
cold one in most parts) has had the effect of slowing 
up the sale of whites; that no difficulty is anticipated, 
however, in moving most of them at regular prices. 
This latter is particularly true of the South, where: 
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AT BOSTON SHOE FAIR 


retail trade is reported to have been much better than 
in the North. 

It is an old Boston custom to inaugurate every shoe 
fair with a golf tournament and this year was no ex- 
ception. The Wollaston Golf Club, a twenty-minute 
drive from the Statler, was chosen this year for its 
convenience and the sportiness of its course. There, 
during Monday and well into the evening, visiting 
buyers were the guests of exhibitors. Luncheon, and 
in some cases, dinner was served, after which, tired 
and tanned, the contestants returned to their respective 
hotels. As is also the case every year, there were many 
scores of handsome prizes, donated by leather mer- 
chants, shoe manufacturers and members of the allied 
trades. 

One of the features of the Fair this year was the 
widespread interest manifested by buyers from the Far 
West who were on in considerable numbers. There 
were even many from abroad—England, Australia and 
other points. Canadian buyers, also, were there— 
largely to get a line on the styles which will be shown 
to the women: of this country about next Labor Day. 

In point of..attendance, enthusiasm and number of 


displays, this year’s Boston Shoe Fair can hold its 
head high and exhibitors were unanimous in their 
praise of the way it was handled under the manage- 
ment of the New England Shoe and Leather Association. 
Members of the Management Committee who are 
responsible for the smooth working of every detail 
included Louis H. Salvage, with the association presi- 
dent, George A. Dempsey, as ex-officio chairman. Other 
members of the committee were S. D. Ansin, George 
[TURN TO PAGE 37, PLEASE] 









































Merchants Convinced Price Structure is Stabilized, But 
Uncertainty as to Business Outlook Causes Them to Hesitate 


About Making Complete Commitments for Fall Season— 


‘More Than 500 Autumn Lines on Display at “the Hub” 












| The pedestal sole entering New York 
q Harbor. Contessa Castelbarco, the elder 
: daughter of Arturo Toscanini, arriving on 
4 the Conte de Savoia last October with her 
' husband, wore a pair of the high cork- 
soled clogs launched on the Italian Riviera. 


Wioman’s Place Is 
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Types of ancient elevated soles from Persia and 
China. The two clogs are Persian. The upper one 
is engraved metal; the lower, wood inlaid with 
mother-of-pearl. The two right hand shoes illus- 
trate the use of two-tone soles. Top: a Chinese 
embroidered shoe with wooden sole. Bottom: 
Modern Philippine. These shoes by courtesy of 
Herman Delman and K. M. Stone from their 
private collections. 



























**/ BOUGHT them because I thought them smart and 
amusing. Then when I wore them I found they were 
amazingly light and comfortable.” 

Thus one fashion-minded young woman in a recent 
discussion about her “platform” sole shoes — dressy 
afternoon with open toe and back, in black suede with 
black patent leather platform. 

Another young woman reports that she has bought a 
low-heeled pair in blue and white for country wear. 
considers this type of sole especially suitable for sport 
shoes. 

Both these women said that their friends were very 
much interested in their shoes, and that, in some cases, 
they had immediately gone out and bought some for 
themselves. 

These stories are typical of the present attitude to- 
ward platform shoes. A few fashion-minded women 
bought them first. Now others are beginning to follow 
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by ELEANOR M. RUTLEDGE 


their lead. All types of patterns have been made, and 
there is a market for both dressy and sport. Less than 
three months old, these shoes (together with the wedge 
which is slightly older) have been the biggest news in 
Spring and Summer patterns and now promise to be 
the leading novelty for Fall. Throughout the country 
hundreds of manufacturers and retailers are thinking 
about them, experimenting with them, trying out a few 
patterns in their Summer lines. Many of these men 
are still cautious in expressing their opinion on the 
future of this treatment. Everyone of them, however, 
recognizes its style importance. 


THE desire to lift oneself above the crowd and to 
increase one’s height and therefore dignity, is an old 
one. The Greek tragic actor wore his cothurne or thick- 
soled boots to give himself a more impressive appear- 
ance. Chinese queens and Venetian ladies wore elevated 
soles to emphasize the importance of their rank. The 
Venetian ladies of the sixteenth century showed just how 
blue their blood was by the height of their “chopines” 
(a sort of enormous heel worn under the entire shoe). 
which are said to have reached the elevation of half a 
yard. Attendants supported these aristocratic ladies on 
their walks abroad. Englishwomen wore chopines to 
increase their height, we are told, and Turkish ladies 
wore them or clogs to their bath to protect their feet 
from the hot marble. 


Or So It Seems in the New Platform 
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Back of all these elevated soles—chopines, clogs and 
eighteenth century pattens—was the idea of protection 
from muddy, ill-paved roads and streets. The patten 
was, in fact, a kind of overshoe with a wooden sole and 
an iron ring under the sole to raise it from the ground. 


But other types of thick soles, worn during the fif- 
teenth, sixteenth, seventeenth and eighteenth centuries, 
were very like our twentieth century ones, and were 
undoubtedly worn for the same reasons, to add grace 
and height to the wearer, and to give new style interest 
to the shoe. 

The idea of the modern thick-soled shoe was first 
developed in a three-inch cork sole on a beach clog, 
introduced last Summer on the Italian Riviera and in 
leading American resorts last Winter. This type has 
become an accepted treatment for beach shoes. 

Early this Spring a few leading Parisian shoemakers 
launched another type. The soles had been lowered to 
about an inch in height and the cork had been painted 
or covered with leather, and the idea had been adapted 
to more formal patterns. Today very few elevations 
exceed half an inch in height, and the majority are 
around %% of an inch, enough, however, to give a real 
lift to a littke woman. Some manufacturers and retail- 
ers believe that this sole is best suited to sport types; 
others like them in sport and evening patterns, and still 
others believe in their future in all patterns, including 

[TURN TO PAGE 32, PLEASE] 






Shoes 










Three modern platform types. 
Top: A dressy kid sandal with 
multi-color sole matching the 
upper, from I. Miller. Lower 
left: Chunky and smart this 
tailored pattern in green lizard 
with matching green sole, from 
Seymour Troy. Lower right: 
Suede causual type sandal with 
matching sole, from Ferncraft. 
















FRANK KNAPTON 


HOW do you ue an in-stock line? Just once in a 
while or all the time? Whenever | think of using an 
in-stock department, | think of that former well-known 
radio slogan and change it to “Use your in-stock de- 
partment twice a mon.h and see your salesman twice 
a season.” Perhaps you will see the salesman oftener 
than that, but don’t fail to use the in-stock department 
at least twice a month. 

Fully 80 per cent of the business of our shoe depart- 
ment is done on stock shoes, nationally advertised 
brands that pride themselves on service to the retailer. 
Three well-known lines, one for women; another for 
men, and a third for children, are featured consis- 
tently. while other stock lines have been added to 
round out assortments. 

By concentrating on in-stock lines, we find we have 
been able to operate with a smaller investment; get a 
faster turnover; our markdowns are less each year and 
we'are making more and more permanent customers. 
Customers get accustomed to buying well-known brands 
and they know what they are getting and what wear 
can be regularly expected from their particular brand 
of shoe. 

Style changes sometimes interfere with the program 
of an in-stock department, although most manufacturers 
are aware of this and make arrangements accordingly. 

There is one certain satisfaction in handling named 
brands of advertised shoes, especially men’s shoes. A 
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BRANDED LINES 
Plus 
IN-STOCK 


How an Intelligent Merchandising Plan, 
Built Around A Group of Well Known 
Lines, Produced a Steady, Substantial In- 
crease for a California Shoe Department. 
The Man Who Turned the Trick Tells 
Other Merchants in This Practical Article 
How to Plan Their Buying for Maximum 
Profits and Turnover, with Timely Sugges- 


tions for Control of Summer Shoe Stocks. 


man will walk out when he cannot get his particular 
size in his favorite style, but he is not a lost customer, 
he is just a postponed one. We have found this is espe- 
cially true with men’s shoes. 

There is one necessary thing to do when operating 
quite heavily from in-stock departments, that is to know 
what is on the shelves and how it is moving. For one, 
I do not believe in complicated stock systems. They are 
fine, for some things. After a season is over, it is nice 
to see what you have done, but it is too late to do any- 
thing about it, if it has not turned out well. It is much 
like a post-mortem. It doesn’t do the patient any good 
at all. 

A few moments with a size sheet and pencil, and 
vou have all the dope, right now, when you have the 
shoe question right in your hands. Then is the time to 
decide just what to do, buy more, or get out from under 
while the going is good. 


THE farther one gets away from that particular shoe 
under observation, the easier it is to make a mistake. 
Even a very busy buyer who may think of more impor- 
tant things to do than looking at the shoes on the shelf, 
should at least look at a sample of the shoes when 
considering the size sheets. 

There is much to be said for an elaborate stock sys- 
tem that ‘gives one immediate facts on turnover and 
profit of any line. There can be no set rules, however, 
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A Proven SUCCESS Formula 


by 
FRANK KNAPTON 
Shoe Buyer, L. Hart & Son, San Jose, Calif. 


of how one may use the information arising from keep- 
ing a stock control. If a shoe is selling well, size it 
up often, and size it properly, for the more salable 
sizes and widths on the racks, the more shoes will be 


sold. 


THIS does not apply to seasonable merchandise. One 
cannot expect to size up white shoes in July, then to 
clean up the stock in August. However, it is well to 
size up shoes that are coming into season against those 
that are going out of season. This keeps an even flow of 
goods coming in the house, while at the same time it 
prevents the inventory from getting top-heavy. 

A record of sales will show the peak season for types 
of shoes. The stock should be at its peak about 30 days 
ahead of the peak selling period in order to take advan- 
tage of an early season, or an unexpected early demand. 

Gone are the days when we bought shoes twice a 
year—once a season and made the customers like vit. 
We have to go back to an old-fashioned merchandising 








WHITH seventeen years’ of shoe buying experi- 
ence at his command, Mr. Knapton feels he is en- 
titled to his opinion when it comes to discussing 
branded merchandise that is stocked by the maker. 
And to prove just how right are his conclusions: 
A few years ago the shoe department of the L. Hart 
& Son Company was moved to the basement from 
The better grade 


Price promotions 


a desirable street floor location. 
business gradually vanished. 

meant a series of sales. At this juncture Knapton 
was given the department. His first step was to 
install named brands from in-stock. Decidedly 
improved business has caused the shoe department 
again to be moved, this time to a choice street floor 
location. It is now regarded as one of the “good” 
departments in the store, thanks to branded shoes, 


from good in-stock resources. 


Shoe Manufacturers Have Displayed 
Extraordinary Ingenuity in Developing 
the In-Stock Branch of Their Business 
- « « HMere’s an Article That Telis 
Merchants How to Make the Most of 
This Stock Service on Branded Lines 


idea, one often quoted as the only right way of eep- 


ing up the sales volume—“the right kind of, merchan- 


dise at the right price and at the right time.* How can 
we do this better than by using the stock departments 
kept by our leading manufacturers. These necessary and 
reliable sources of supply plan their businesses to take 
care of shoe retailers’ needs for every day of the year, 
not just two or three times a year. 

Novelty styles, freak patterns, extreme novelties, of 
course, do not come under this heading. On these one 
builds their own and hopes and sweats that he has 
guessed right. 

But how much of this class of merchandise do you 
sell? How much of it makes repeat satisfied custom- 
ers? Figure it out, then make up a budget that you 
will stick to, no matter what “new” idea comes out. A 
store can only sell just so much, but it will sell a lot 
of the good repeat business building every-day shoes, 
if this kind of merchandise is on the shelves in a 
complete assortment of sizes, every day in the year. 

The one solution to most merchandising problems 
and to real profitable operations is to stock well-known 
lines of branded shoes, then keep them filled up 
regularly. 

The manufacturers have done their part in develop- 
ing stock departments that are prepared to give quick, 
efficient and dependable service to the retail store. It 
is up to the retailer to make the best possible use of 
that service, and thereby cash in a splendid facility 
which the factory has placed at his disposal. Having a 
complete, well sized stock builds good will and attracts 
customers to your store. It enables your salesmen to 
fit the feet of your customers and render a really worth- 
while shoe service. 


PO a 
5 4 
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Selling Summer Through Windows 


WHATEVER cool weather may have done to the 
Summer shoe business, nobody can deny that these are 
great days for window shopping. And there’s no doubt 
that people do spend more time strolling about looking 
into shop windows when the weather is “just right” 
than when sidewalks are sizzling hot in mid-Summer, or 
when Winter’s cold drives them to their homes, or into 
movies and other places of refuge. The moral of which 
seems to be that now is a time to give a lot of attention 
to your window displays with the thought of selling 
people on their Summer needs. 

June is a month when the weather average, the coun- 
try over, probably comes about as near to being “just 
right” as it does at any time during the year, and many 
a maid or matron will plan her footwear wardrobe for 
the Summer in accordance with what she sees this month 
in shoe store windows. Consequently, this is a month 
to show all sorts of Summer footwear, from the white 
shoes that will be wanted for weddings and graduations 
to Summer town shoes for all sorts of occasions, and 
the sports footwear, beach shoes and numerous Summer 
specialties that play such an important part in the sales 


of the average shoe store at this season of the year. 

June marks the beginning of the Summer vacation 
period and the opening of the season for Summer travel 
to movntain and seashore, for motoring cross country, 
cruising and indulging in the many and varied forms of 
outdoor diversion that make Summer. so delightful to 
those who have leisure to enjoy it. That fact, that so 
many people in June are looking forward to vacations 
and week-ends out of doors, gives the shoe man his cue 
in planning the type of windows and window back- 
grounds he should have between now and the Fourth 
of July. Everything possible should be done to give dis- 
plays an outdoor atmosphere, to impart to them the 
appeal of Summer sports and recreational activity and 
thereby to arouse an interest in the types of shoes espe- 
cially designed for these pursuits. 

Windows illustrated on these pages are attractive 
examples of the sort of displays that can be used to 
build business for the Summer season, by emphasizing 
the appeal of Summer sports and activities. The Macy 
window on the left hand page, for example, has a 
bicycling theme, but the types of shoes shown cover a 
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C. R. Crawley, display man- 
ager at Peck’s, Kansas City, 
used this palette as a back- 
ground to suggest some strik- 
ing combinations of white 
and color in shoes and ac- 
cessories. (Left.) 


Better Window Displays Are a Prime Necessity 


in Getting More Pairs of Summer Shoes Sold at 
a Profit, and the RECORDER Illustrates Some 
Recent Examples. These Displays Suggest Clever 
Ways to Merchandise Styles More Effectively and 


Tie in with the Manufacturer’s Advertising. 


An effective tie-up with na- 

tional magazine advertising 

in a Summer fashion window 

Left—Bicycling window display by by William H. Block Com- 

R. H. Macy & Co., New York, featur- pany, Indianapolis, is shown 

ing an interesting group of Summer at the right. A. J. Roeder is 
Shoes. the display director. 


An artistic grouping with artificial 
tree setting used by Bonwit Teller. 
Fifth Avenue, New York. (Left.) 


wide range of Summer needs and activities and the 
background is merely a setting for the shoe drama of 
Summer sports and outdoor pursuits. Similarly the 
tree setting in the Bonwit Teller window provides an 
appropriate atmosphere for a warm weather shoe dis- 
play. Although it was actually used in May, this type 
of window is also suitable for June or any of the Sum- 
mer months. 

June is predominantly a month of white shoe promo- 
tion in most sections of the country, as was strikingly 
apparent last week in a survey of Fifth Avenue, where 
most of the shops were giving greatest prominence to 
whites. There’s something traditional as well as seasonal 
about this white shoe promotional activity in June, for 
it dates back to the time when June weddings and 
graduations were the promotion peg for much of the 
early white shoe business. White shoes played a less 
important role in the daytime, town and sport shoe busi- 
ness in those days than now, but they were nevertheless 
considered important enough to call for vigorous pro- 
motion. And much more is that true today, when every 

[TURN TO PAGE 37, PLEASE | 
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THE SaAn's ee... 


Cautious Operation 


AT is of paramount importance that business get on - 


the move. Slowing down can be more expensive than 
operation. Shoe fairs, East and West, can best be 
described as extremely cautious. Buyers were timid— 
not on price but on commitment for production. That 
“old devil overhead” increases as production decreases. 

Let’s getsat the root of this with the statement that 
politics didn’t make this country the wealthiest and 
. busiest nation in the world. Business enterprise did. 
Business enterprise can do it again. Politics can never 
do it—so we need an appreciation by business men 
and laboring men and women and by politicians that 
the course of the past few years is not in the direction 
of permanent progress. Every American who works 
with hands or head must learn that the instrument for 
progress is speeded up—not with talk but with action 
that permits a reasonable remuneration for each. 

In all my expericnce in studying shoe fairs and 
markets over the years, I have never encountered a 
situation’ so ominous in the sense that the old, tried 
and true methods of getting business don’t seem to 
work. In former years, when a factory wanted busi- 
ness, it could always get it by lowering the price. Today 
you could lower the price until there was no profit for 
factory, worker or source of supplies and still the 
business would not be forthcoming. In fact, one of 
the most significant things of this mid-season market 
is the fact that price is very secondary—furthermore, 
the chisel is sheathed. 

Factories and stores are almost reconciled to the 
fact that we are in a period of profitless operation, 
inflexible overheads, irreducible employment and slow, 
cautious operation. At retail there is a great wave of 
selling merchandise at, or even below, cost and if that 
is the feeling of the merchant, it is obvious that he is 
not in the mood for buying for inventory or for antici- 
pation. But the merchant had better cooperate or else 
the loaded camels will be broken when called upon to 
accelerate the delivery of Fall goods. 

This shoe industry is not a package-goods industry 
and seasons do change and men, women and children 
do want new things. Summer shoes and worn shoes 
cannot suffice in the severe weather that punctuates 
even a Fall season. It has been axiomatic that when 


Can Be Uneeonomie 


By ARTHUR DBD. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


shoes sold in one quarter of the year do not produce 
a profit, other merchandise must bear a relatively higher 
gross mark-up in order for the store itself to remain 
in business. But if the public will not pay the higher 
price, then what? Profitless distribution! 

The shoe business itself cannot think in terms of a 
self-contained economy. It was almost in that position 
in the period from 1930 to 1935, when shoes sold 
regardless of economic conditions. But today shoe 
selling hasn’t increased in the low-priced field, as could 
be expected if this was a normal depression. We need 
the realization that unemployment relief to millions of 
workers is an inescapable function of the State and 
that WPA rolls have become instruments of financial 
security to many who guard their privilege and have 
no intention of going out for jobs in private businesses. 
That’s the strangest thing in this uncomfortable second 
depression and something that hasn’t been measured 
as a factor in the situation. 

In the natural order of the shoe business, every 
manufacturer and merchant has a full complement of 
problems and difficulties. They are reconciled to face 
the usual hazards of business, intensity of competition, 
etc., but they are not prepared to face general business 
instability and uncertainty. That’s one of the reasons 
why we found the June fairs so unsettling. 

We still believe that we can develop within this 
industry a solidarity of action because of the fact that 
new shoes will be needed—come what may—next Fall 
and Winter. Unfortunately, we have no leadership of 
opinion, no expression by the big men of our industry 
as to what to do now. Maybe they themselves don’t 
know, but it would be helpful if we had some real 
expressions of confidence in shoes—that today’s stabi- 
lized low price warrants healthy commitments for the 
next three months. For if the shoe business started to 
move it would encourage other industries and as we 
have far more assurance of the salability of our prod- 
uct, we should lead the way. 
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GOODYEAR 


i 0 & S w& 


ANUFACTURERS use these 
heels to make their shoes 
more salable—to make your 
selling job easier. 
In the first place, they know 
that men prefer rubber heels. 


But they also know that the 
two heels you see here are the 
most popular of all—that these 
heels give their shoes an extra 
sales appeal which other heels 
do not. 


Besides, they’re well aware that 
either the Goodyear Custom 
Heel or the Goodyear Wingfoot 
can improve the appearance 
of even the finest shoe. 


— 


—t eee 6 6D 


No wonder these handsome, GOODYEAR 


blind-nailing heels are the 

choice of manufacturers who WI N ( F() (] 
want to help you sell their 

shoes! 


THE GREATEST NAME 0, IN RUBBER 


MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 





EDWARD C. HORN 


. Shoe Buyer, Rollman & Sons Co., 
Inc., Cincinnati, Re-elected Presi- 
dent Ohio Shoe Retailers Asso- 


Cincinnati, On1o—At the close 
of an interesting day of convention 
and business sessions, Cincinnati 
was selected, late Monday, as the 
site for the 1939 Midwest Shoe 
Fair and convention of the Ohio 
Shoe Retailers Association by the 
Board of Directors of the latter 
organization, following its election 
of officers at the Monday conven- 
tion session. It will be the fourth 
successive year that this double 
event has been voted to Cincinnati, 
and the decision to return next 
year comes as an expression of 
recognition of this city’s central 
location and its importance to the 
shoe industry. It also expresses an 
appreciation of the efficient han- 
dling of arrangements by the local 
committees. 

The following officers and direc- 
tors were re-elected by the Ohio 
shoe retailers on recommendation 
of the nominating committee: Ed- 
ward C. Horn, Cincinnati, presi- 
dent; John Schwarz, Cincinnati, 
honorary president; F. W. Abbott, 
Newark, vice-president; George 
Bunn, Salem, treasurer; C. E. Ditt- 
mer, Columbus, secretary. 

The following were chosen direc- 
tors: Cleve C. Hall, Youngstown; 
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NEW IDEAS NEEDED 
TO STIMULATE 
SHOE SALES 


Still the Most Favored Mercantile Industry in Volume 
of Business, Joseph S. Stern Tells Merchants at Midwest 
Shoe Fair—Ohio Retailers Re-elect Edward C. Horn 


Robert Vestal, Elyria; Joseph M. 
Ryan, Columbus; Ralph Taylor, 
Columbus; R. H. Kertscher, Ra- 
venna; Clarence Faflik, Cleveland; 
George Dorman, Cincinnati; Ken- 
neth Crawford, Lima; Willard 
Kyle, Lima; Charles Taggart, 
Portsmouth; Ben Kessen, Cincin- 
nati; Phil Fleischer, Canton; Louis 
Ostrov, Akron; Harold Roberts, 
Cleveland; L. A. Miller, Dayton; 
Frank J. Weber, Cincinnati, and 
W. E. Newbold, Cincinnati. 

Frank J. Weber, general chair- 
man of the local committee in 
charge of the shoe fair and con- 
vention, stated that more than 
3,000 visitors are in the city for 
the event. ‘ 

The convention opened with a 
luncheon in the Pavillon Caprice, 
Hotel Netherland Plaza, at which 
Mr. Horn presided and welcomed 
the delegates and visitors. Mayor 
James G. Stewart, in an address of 
welcome on behalf of the city, de- 
clared that “the shoe man has an 
impregnable place in our social 
and economic fabric, for footwear 
came right after the fig leaf and 
has been indispensable to us ever 
since. 

“We choose our shoes for com- 
fort and style—the men leaning to 
comfort and the women leaning to 
style,” the Mayor continued. “We 
are glad to welcome you men and 
women of the shoe industry to 
Cincinnati because you look like an 
optimistic, happy sort of crowd, 


JOSEPH S. STERN 


President, United States Shoe Cor- 
poration, and Keynote Speaker at 
Midwest Shoe Fair. 


and it cheers us to see that sort of 
crowd in our midst these days.” 
The Mayor evoked enthusiastic 
applause when he declared: 
“People want an opportunity to 
work for a living. They want to 
put their interest and zeal into 
useful channels—they do not want 
to live on a government dole. That 
is the sentiment we have here in 
Cincinnati. We want you to con- 
sider us a city of friendly people; 
and when you leave we want you 
to feel that you have gotten here 
the inspiration and impetus to spur 


you on to success in your busi- 


ness.” 
[TURN TO PAGE 34, PLEASE] 
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MEN WHO VALUE FOOTWEAR QUALITY 
are sold on something more than style! 





The sole leather used for the shoe can aid greatly in making men 
value footwear quality. Dealers in increasing numbers realize that 
~~ oad express preference for Kistler “BENCH BRAND” Sole 
This sole leather is there for wear and tear. It can conceivably make 
men’s shoes worth from $1 00 to $2.00 per pair more to the wearer, 
whatever the purchase price. A particularly pleasing “buy” in 
variably creates the feeling that the satisfaction derived is above 
cost. 

We encourage you to sell customers on sole leather—Kistler 
“BENCH BRAND” Sole Leather—as well as style or other features, 
for the business profits you will derive by that service. 


THIS CHART REPRESENTS A 


Brus ay’ | 


SIDE OF LEATHER THE PART 

USED FOF KISTLER “BENCH 

BRANO* SOLES 1S ABOUT 13% 
{ D OF THE WHOLE SIDE. 


FOUNDED 1840 


a oe ee OS ed 








SNEAKERS, tennis shoes and rubber soled footwear 
are year round staples in shoe stores, but the Summer 
vacation months witness the peak of demand for these 
profitable specialties. It is also the season when this 
business can be stimulated most by well planned promo- 
tion. Consequently every retailer should be thinking of 
attractive windows and effective merchandise displays 
within the store to call his customers’ attention to the 
fact that almost everybody needs one or more pairs of 
rubber soled shoes for Summer. 

Because sneakers are regarded as staples in the minds 
of most merchants, there is a very strong inclination to 
slight them in promotion, on the theory that the busi- 
ness will come of its own accord. And undoubtedly it 
will to a certain extent, but many a shoe store through- 
out the country has learned from experience that it is 


Display of sneakers and sports footwear by Samar Shoe 
Store, Minneapolis. 
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Good Windows 


Build Business 


On Sports Specialties 


And Now Is the Season to Promote 

Sneakers, Tennis Shoes, Beach Foot- 

wear and All Sorts of Rubber Soled 
Summer Sports Types. 


Left, an attractive window display feu- 
turing sneakers by Wenton Shoe 
Store, Jersey City, N. J. Below, an 
interesting display emphasizing rubber 
soled footwear for sports and play by 
Phelps Shoe Co., Shreveport, La. 


possible to increase the volume of this normal business 
by attractive displays, timed to coincide with the be- 
ginning of the Summer vacation period. 

Most of the rubber companies supply attractive dis- 
play material which can be used in windows of this 
description, and the accompanying photos show how 
some shoe stores have made use of it in planning at- 
tractive promotions. Even the department stores now 
recognize the opportunities that lie in this sort of mer- 
chandise when it is attractively displayed. Saks 34th 
Street, in New York, for example, has designed a special 
bar or display counter to feature Keds this season, and 
many stores have increased their volume through special 
publicity planned to bring footwear of this type to the 
attention of the younger generation in the vacation sea- 
son. In fact, the store that fails to make a bid for 
this business is really passing up an opportunity to bring 
in extra dollars at a time when business in general is 
naturally inclined to slow up. 





STAR BRAND exer PALL STYLES 





ET set for a thrill! When you see the new Fall line of 

Star Brand shoes you'll be amazed to find such rev- 

olutionary changes. Imagine “openness” in design as 
a style note in women’s shoes for Fall! New features have 
been added all through the line. Top grade Trim Treds for 
women, known for their distinctive styling and quality, 
now have a new sought-after cushion feature. Uptowns for 
men have been stepped-up in styling in keeping with our 
Esquire advertising. Poll-Parrots for children “speak. for 
themselves” with grand, new styling and fitting features. All 
popular priced and economy grades, too, have been greatly 
strengthened. With improvements in every grade, our 
NATIONALLY pa te of all-leather cnaliny maintained aeenaian and 
ADVERTISED national advertising on leading lines, Star Brands are the 
in Leading buy of the year. Better see them on our salesman’s first visit. 


MAGAZINES e 
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HOLLYWOOD 


ACCESSORIES reach a new high . .. Hearts are 
worn on heels instead of sleeves . .. Red pigskin 
with gendarme blue . . . Chorus girls’ legs tax 
the budget. . . Match your compact to your shoes 


bloom . 


. Mary Maguire’s evening slippers burst into 


. . Myrna Loy puts cuff-links on her 


sandals . . . Kay Francis rests in sneakers. 


FOOTNOTES 


ANN MILLER, who is playing 
“Essie” the ballet i 
comedy Frank Capra is 


THE importance of accessories, this season especially, 
figures importantly in the beautiful series of modern 
costumes that Royer has just completed for Barbara 
Stanwyck to wear in the 20th Century-Fox picture, “Al- 
ways Goodbye.” In most of the daytime ensembles 
worn by this star particular interest centers in shoes 
and handbags. Handbags strike a new high in flatness 
and depth and are often of highly polished leather. 
Shoes of three-toned suede, beige, copper and rust are 
worn with a beige and brown ensemble. 


* * * 


It’s a cold day in Hollywood when some designer 
doesn’t figure out a surprise package for women to 
wear. Milo Anderson at Warner Bros. Studio got one 
jump ahead of his competitors a few days ago by mak- 
ing the first use of the very new glass heels for women’s 
shoes. 

Milo has already ordered several sets for Olivia 
de Haviland and Marie Wilson to wear in forthcoming 
pictures, but his order is hinged on the provision that 
the manufacturers can fashion the heels with a micro- 
scopic slit in each, into which a small photograph of the 
lady’s husband, boy friend, or favorite motion picture 
star can be placed. The heel, explains Anderson, acts 
as a magnifying glass and enlarges the picture to such 
an extent that it can be seen by those who are in a 
room of ordinary size. Flowers, four-leaf clovers, mono- 
grams and telephone numbers considered worth re- 
membering, can be put in these heels as well as pictures. 


Milo is quite sure the idea may catch on in an impor- 


tant way. 


Wear a set of red pigskin accessories for real style 
interest! Annabella, charming French actress of “The 
Baroness and the Butler,” chose a red pigskin hat with 
peaked crown, pigskin gloves and shoes to match. This 
she wears with a summer sport suit of gendarme blue. 


* * * 


A chorus girl’s leg is like an automobile, the ac- 
countants at Paramount studio discovered after “College 
Swing” was made—it isn’t the initial cost but the up- 
keep that really runs into money. A chorus of 125 
girls used up approximately 800 pairs of silk stockings, 
extra special ones, too, because the energetic use of the 
legs requires strong hosiery. These stockings must be 
very sheer because of photography and so knit as to be 
adjusting to the flow of the muscles. 

So the stocking bill for the chorines ran into four fat 
figures. The same chorus used up 216 pairs of shoes, 
smart shoes that the co-eds wear, yet staunchly made to 
support those dancing legs. The bill for the limbs of 
the principals in the show ran even higher. Martha 
Raye’s stocking bill in the “Big Broadcast of 1938” 
would finance a trip to Europe. Five principals in that 
show wore out 35 pairs of shoes. 


* * * 


When Marcia Ralston found pythonskin shoes she 
liked, she not only matched a handbag to them, but 
had a big flat compact covered with the same material. 


In tune with the romantic mood of Summer, Mary 
Maguire, playing her first role for 20th Century-Fox in 
[TURN TO PAGE 35, PLEASE] 
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S-T-R-E-T-C-H-A-B-L-E LEATHER 
‘4 HEADS THE FALL PARADE 


PONSORED by I. Miller & Sons, shoes made from stretchable leather, made per- 
manently elastic by “Lastex” yarn, were a sensational success this Spring. That 
success created a nation-wide consumer demand which will be met this Fall by a score 
of the country’s leading shoe manufacturers. Stretchable leather is the amazing inven- 
tion of Alfred Vamos, noted shoe designer, who has assigned his rights in it to the 
United States Rubber Products, Inc. Stretchable leather is not a fashion or fad but 
a new technique of shoe making. It is here to stay BECAUSE: 


(1) Jt makes possible fit and comfort not obtainable with ordinary non-elastic 
materials. 

(2) It eliminates clumsy and unsightly fastenings, buckles and other devices used to 
conceal ugly, old-fashioned gorings. 

(3) Jt introduces a new beauty into footwear by making possible patterns with sim- 
ple, artistic lines. 

(4) It adjusts itself easily and comfortably to the hundred and one variations in foot 
sizes and shapes, which cannot be provided against in the standard lasts neces- 
sary to factory production. 

(5) Jt creates lighter, airier shoes without reducing in any degree the wearing quali- 


ties of the leather. 





And, this stretchable leather ties up with “Lastex,” the most widely advertised and 
publicized trade name in the apparel field today, the accepted symbol for fit, com- 
fort and control among fifty million American women. 





ALFRED VAMOS, 450 Marbridge Bldg., 
New York City, is sole distributor to the 
trade of all approved shoe materials, 
whether leather or fabric, made with 
“Lastex” yarn. Write to him for price list 
and samples. For booklets and information 
on the uses and advantages of “Lastex” in 
any type of apparel or accessories, write to 
the address below. 
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Sales of Independent Shoe Stores in April 


As compiled by the Bureau of Foreign and Domestic Commerce, 


Department of Commerce, Washington, D. C. 


- 


Sales Reported 





Number 
of Firms 
Report- 


From 
States Apr.. 

by Regions 1937 
New England 

Connecticut 

Maine 

Massachusetts *" 

New Hampshire .. 

Rhode Island 

Vermont 


Percentage Change 
From 


Mar., 
1938 


Thousands of Dollars 


Ao. Mayr.. 
1938 1988 


Apr.. 
1937 


Number of Firms Showing Change in Sales 
From Apr., 1937 From Mar., 1938 - 





Increase 
Decrease 
Less than 
1% Change 
Increase 
Decrease 
Less than 
1% Change 





Middle Atlantic 
New Jersey 
New York 
Pennsylvania 





East North Central. 84 





West North Central. 


lowa 

Kansas* 
Minnesota 
Missouri 
Nebraska* ....... 
North Dakota ... 
South Dakota 





South Atlantic 


Delaware 

Dist. of Columbia. . 
Florida 

Georgia 

Maryland 

North Carolina .. 
South Carolina 
Virginia 

West Virginia .... 





East South Central. 
Alabama 
Kentucky 
Mississippi 





West South Central. 
Arkansas* 
Louisiana 
Oklahoma* 





Mountain 
Arizonat 





1266.0 
1074.9 
73.0 
118.1 





2618.5 





Total adjusted for the 
number of working 





San Francisco 





* Insufficient data for publication. 


Warshauer Store Sold 


SAN FRANCISCO, CAL.—Ben War- 
shauer, owner of the Dr. Locke Shoe 
Store at 115 Tenth Street, Sacramento, 
has sold this one of his stores. 

This modernistic store, done in nile 
green and silver with streamline effects, 
Monterey furniture and an atmosphere 


suggestive of a cool porch, will hence- 
forth be known as the X-Ray Shoe 
Store. The new owners are doing some 
remodeling. 

Mr. Warshauer retains his two stores 
in Stockton, Cal., and both dry goods 
store concessions, one with Smith & 
Lange, the other in the Stockton Dry 
Goods Store. 


Kern Opens Own Store 

WATERTOWN, Wis.—Ray Kern, for- 
merly manager of Jerrold’s, local men’s 
shop, has opened his own shop at 106 
Main Street. Shop handles a complete 
line of men’s wear, including Endicott- 
Johnson shoes. 
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-IF THEY°’RE SCUFFLESS! 


Lesstinan ™” 
1% Change 


No need slipping into an old pair of shoes every time you take the 
car out—now that dress shoes, as well'as street shoes, are available 
with heels that won’t check, crack or scuff. And you can walk 
wherever you want without worrying about your heels. They’ll 
take good care of themselves—if they’re covered with Scuffless 
“PYRAHEEL” plastic heel covering. 

You'll find that many of the finest shoes have Scuffess heels. 
Ask to see them at your favorite shop. If they haven’t shoes with 


Scuffess heelsin stock at the moment, they can easily get them for you. 


0 
0 
0 
0 
0 
1 
0 


“soro” by the 
company. ‘Sw: 
forated bands swing up- 
ward into a winged vamp 


eaihia wich man PYRAH EE L 


ing Seuffless heels, 
AEG. U. B. PAT. OFF, 


heels. Checks, cracks or scuffs won't 
covered with Scuffless “PYRAHEEL.” 

out the life of the shoe. What better 

fo convince customers your footwear 
their money? Specify “PYRAHEEL” on your next 
 Co., Inc., Plastics Dept., Arlington, N.J. 
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Woman’s Place Is on a Pedestal 


{CONTINUED FROM PAGE 17] 


dressy daytime. One very high style 
manufacturer is giving unusual beauty 
to his evening platforms by studding 
them with jewels. He considers that the 
sole of an evening shoe is more impor- 
tant than the upper because it is 
visible even under a long skirt. The 
half-platform stops at the beginning 
of the arch, or, in a few cases, extends 
to the beginning of the heel. This type 
is usually in a contrasting color, and 
in that case, a touch of the same color 
is introduced near the bottom of the 
heel and in some other trimming accent. 
The half-platform has the advantage 
of being more flexible and giving the 
foot a somewhat more graceful arch. A 
few two-tone or multicolor soles are be- 
ing made, and these also have a lighter 
and, therefore, more graceful appear- 
ance. In many of the shoes, however, 
the somewhat thick and chunky look is 
an important part of the design. 
After style, a woman’s chief concern 
is comfort, and the platform is proving 
to be a very effective cushion for the 
foot against unyielding pavements and 
hard dance floors. The filling is also 
providing good insulation against heat 
and cold. All these are excellent points 


for shopping, walking and sightseeing 
shoes. 

A satisfactory filling material is, of. 
course, a basic necessity for the success 
of this type of sole. Leading sole man- 
ufacturers have been studying this 
problerm for several months and the re- 
sults of their experiments are now in 
the hands of hundreds of shoe manufac- 
turers. In the shoes now on the market, 
felt—soft and flexible—is the most pop- 
ular filling, although one manufacturer 
is slashing cork with excellent results. 
The ideal material must be flexible, 
soft, light and sufficiently firm to make 
it practical for use in shoes. Various 
compositions have been made, some 
with cork and rubber as the chief in- 
gredients; another with cellulose as the 
base, and still another—which has al- 
ready met with a very enthusiastic re- 
ception from shoe manufacturers—with 
an unknown base. 

With such general interest in the 
subject—even the makers of men’s and 
children shoes are now awake to the 
possibilities of these new soles—and a 
growing consumer acceptance, the plat- 
form sole is very definitely in the Fall 
shoe picture. 





Autumn Clothes in 
New Picture 


HoLttywoop, Ca.Lir.—Andrea Leeds, 
Ann Sheridan and Eve Arden will dis- 
play many early Autumn suits and 
coats depicting fashion futures in Uni- 
versal’s “Letter of Introduction.” Each 
outfit has an individual quality to har- 
monize with the personality. 

Andrea Leeds wears a cocoa brown 
rodier wool ensemble which is her fav- 
orite costume in the picture. The dress 
is straight lined with kick pleat, V neck 
and surplice drape bodice. The match- 
ing jacket is a finger-tip length swag- 

The box shoulders and bell 
desvie are made entirely of mink. Four 
patch pockets of mink decorate the 
front. Her hat is a high-crowned felt 
of cocoa brown, complementing her eyes. 
It has a wide brim running to shallow 
back and is draped with narrow veiling, 
making a lovely frame-for her face. 
Her bag is large and of brown alligator. 
Shoes and gloves are of matching suede. 

Crushed raspberry is the shade of 
Ann Sheridan’s suit, and is most be- 
coming to her bronze hair and blue 
eyes. It is made of rodier jersey and 
shows artistry of design and fur ma- 
nipulation. The back is cut in one- 
piece, draped into the snug-fitting waist 
in soft folds above and below the waist- 
line, at the center. A belt the width of 
the folds holds them in place. Bands 
of blue fox trim the sides of the back 
and continue to the waistline. Another 
band of fox runs straight across the 
back at the neckline, coming well out 
over the shoulders and continuing down 
to the elbows of the sleeves. Wider 


bands of fox are set on the front, giving 
the effect of a short jacket. Three 
matching buttons running from the low 
V of the neck to the waist fasten the 
front. With this goes a draped muff 
of self-material trimmed with blue fox 
in circular design. 


New Types of Platform Soles 


LYNN, Mass.—New types of platform 
shoes are coming along. They'll all 
be shown in Boston market, especially 
at the style show next week. 

One type of this shoe, already in the 
market, has a midsole of sponge rub- 
ber, with tread surfaces covered with 
buckram and edges covered with bind- 
ings in colors. 

Another and newer type has a mid- 
sole of felt composition. Another has 
an insole of felt composition. And there 
are yet other compositions, some arti- 
ficial and some natural like the cow 
hide split. 

Probably a score of methods for bot- 
toming this new platform shoe are now 
in process of development, experimen- 
tally or commercially. It remains to 
be seen which method will prove the 
most acceptable to buyers. 

As the new shoes are thick of sole 
the heels will be lower, according to 
the preceptors of shoemaking. Ladies 
will continue to look taller than they 
are, even though the heels be lower, 
because the thick soles will add to the 
stature. 

Being of cushion tread, the platform 
shoes will be good for walking, and if 
the wearers walk more they’ll gain in 
health as well as height, according to 
the teachers of physical culture. 


Opens New Family Store 


Cuicaco, Inut.—Meyer Brusman is 
now operating a new neighborhood shoe 
store known as Brusman’s Family Shoe 
Store, at 1332 S. Halsted St. Grand 
opening was largely attended. 





Landon Gets a Pair of Shoes 


Whitman, Mass.—Alf M. 


former Governor 


Landon, f 5 Race edb gy nella 
rarelens 2 New at snags cen ene. at fee commnlpee of publicans of Plymouth 


County who 


him at a breakfast reception at the Toll House there 


recently, Landon said: “I am glad to get that pair of shoes, 
I haven’t been able to buy a pair since Roosevelt was elected.’ 
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jeitlas Line 


IT is not enough that the sole of the 
shoe bends easily — there must be 
Feather Line* flexibility as well, if 
the foot muscles are to be properly 


accommodated. 


LITTLEWAY and UCO LOCKSTITCH 
shoes — regular insole or Sbicca- 
Del Mac construction — have a high 
degree of Feather Line flexibility 
which gives the wearer added com- 
fort when her feet are in action as 


well as in repose. 


This is one important reason why 
so many successful manufacturers of 
trade-marked shoes and large mer- 
chandising groups who own or con- 


trol factories use these methods. 


N 


* FEATHER LINE IN REPOSE * FEATHER LINE IN ACTION 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Clarence Fontius Heads California Group 


Los Angeles Shoe Man Elected President at Successful Con- 
vention Staged in Oakland—Business and Style 
Trends Discussed 


OAKLAND, CAL.—Characterized by 
the membership in a_ unanimously 
adopted resolution as “the most suc- 
cessful in history of this organization,” 
the annual meeting of the California 
Shoe Retailers Association was held 
here June 6, 7 and 8, at Hotel Oak- 
land, which was gayly decorated in 
welcome. 

Over 200 merchants, representing 
California’s $30,000,000 shoe trade, 
heard the Fall and 1939 business out- 
look and style forecasts discussed, and 
participated in open forums analyzing 


trade problems. Optimism for the lat- 


ter half of 1938 prevailed. 

Speakers were Harry E. Fontius, 
president of the National Shoe Retail- 
ers Association; L. E. Langston, execu- 
tive vice-president of the same organi- 
zation; Everit B, Terhune, president of 
Boot AND SHOE RECORDER; Retiring 
President Charles Kushins; Stylists 
Rhea Nichols of Allied Kid, and Ethel 
Holland Little, of Woman’s Home Com- 
panion. Oakland’s mayor, Hon. W. J. 
McCracken, welcomed the shoemen and 
a prominent Oakland attorney, Paul St. 
Sure, discussed labor relations. Mon- 
day’s sessions were devoted to the busi- 
ness outlook and Tuesday to style 
forecasts. The banquet was held 
Wednesday evening. Time was allowed 
on the program for inspection of more 
than a hundred lines displayed. 

Talks by Mr. Fontius and Mr. Langs- 
ton stressed the importance of national 
trade cooperation and the value of mer- 
chant associations. Mr. Langston re- 
ported retailers’ approval of the na- 
tional association’s monthly style bulle- 
tins and looked for an increase in 
similar service. “We can and I hope 
will achieve greater service to a great- 
er number of merchants through great- 
er membership and consistent effort,” 
he said. 

President Kushins emphasized the 
need that traveling salesmen under- 
stand their lines in relation to the gen- 
eral style trends in dresses and acces- 
sories and thus aid the retailer. “Thirty 
years ago,” he said, “the shoe retailer 
was a storekeeper next door to the 
cobbler, now the retailer is a merchant 
with need to understand every aspect of 
merchandising. The extent of the buy- 
ing problem requires assistance from 
the manufacturer’s men. The public 
buys from stores which give most re- 
liable guidance. The shoe retailer will 
do exactly the same thing with manu- 
facturers.” 

Analyzing the economic situation Mr. 
Terhune found more favorable factors 
than the reverse. He prophesied an 
active Fall and a record-breaking 1939. 
“There is more money idle in banks to- 
day than ever before,” said Mr. Ter- 
hune. “If we can get those useless dol- 
lars into circulation the industry will 
hum again. One of our most funda- 


, 


HARRY E. FONTIUS 


President, National Shoe Retailers 
Association and Honor Guest at 
California Convention. 


mental needs is development of mass 
purchasing power and mass consump- 
tion to balance mass production. It will 
be difficult to develop but when we have 
achieved that we will have an industry 
more than just normal. We will have 
an industry healthily normal.” 

Fall trends outlined were suede out- 
standing with return of kid and some 
reptiles; blue and black slightly less 
than 1987 with brown strong, wine and 
other novelty shades gaining. “Can we 
successfully merchandise five seasons?” 
Miss Nichols asked. She declared women 
are reluctant to purchase far in ad- 
vance of needs, urged acceptance of 
early Spring and mid-Summer addition- 
al seasons to meet demands, minimize 
mistakes and achieve quicker turnover. 
“Women today are buying closer to 
their needs,” Miss Nichols said, “but 
find stocks already broken when ready 
to buy for the Summer. A mid-Summer 
season would save promoting Fall lines 
too early.” She cited the Best and Com- 
pany, Westchester, N. Y., five-season 
experiment as a successful example of 
the policy. 

Dressmaker suits and furs will in- 
fluence shoe style heavily, Miss Nichols 
declared, during the open forum, agree- 
ing brown is of major importance. 
Suede is not as strong as in 1937 in 
her opinion. She forecast platforms 
strong for early Fall but will not carry 
through, advising merchants to stock 
no more than two low and two high 
styles. The lastex shoe field is scarcely 
seratched because of high price but the 
shoes are excellent, she said. Freer- 
flowing clothes are to bring a strong 


sports shoe demand. She urged that 
New York and San Francisco shoemen 
benefit by Chicago’s World Fair experi- 
ence by strong displays of comfortable 
shoes for fair grounds visitors. She 
said reaction is spreading against open- 


+ toes, especially in high price range. 


New officers elected are Clarence 
Fontius, Los Angeles, president, replac- 
ing Charles Kushins, of Oakland; Rus- 
sell Werner, San Francisco, first vice- 
president, replacing Michel Levy, of 
Santa Barbara; Mr. Levy, second vice- 
president, replacing Mr. Werner. Carol 
Wills, of Oakland, was re-elected trea- 
surer and Camille Baer was re-elected 
secretary. William J. Ahern was 
praised highly for his efficient work as 
convention manager. 


New Ideas Needed 


[CONTINUED FROM PAGE 24] 


Although he “named no names,” 
Prof. H. B. Whaling, who occupies the 
chair of economics in the College of 
Engineering and Commerce, Univer- 
sity of Cincinnati, branded “new deal” 
policies as an impediment to recovery. 
“No economist,” he said, “however 
expert, can make economic prophecies 
today, for these are likely to be upset 
by political factors. 

“The problems that confront Amer- 
ican industry today are precisely the 
same as those of 1933 and 1934,” Prof. 
Whaling continued. “With all our leg- 
islation and all our spending pro- 
grams, we have solved no fundamental 
problems. We have spent -our time 
in the joyride of governmental spend- 
ing, leaving behind a legacy of debt 
and classes, 

“There can be no fundamental re- 
covery until you stimulate the capital 
goods industry. Our remedy today is 
to return to the old economic prin- 
ciples—principles that are thoroughly 
sound.” 

Prof. Whaling declared that eco- 
nomic fallacies that have been in 
effect during the past few years in 
this country are that the government 
can spend the country back to pros- 
perity; that prosperity can be brought 
back by raising prices and that high 
wages bring back prosperity. He 
pointed to unreasonably high wages as 
the start of a vicious circle, which 
involves high costs, high prices and a 
reduction in purchasing power on the 
part of the customer. 

“The two-fold policy of public spend- 
ing and price raising brought to an 
end such recovery as we had in the 
early part of 1937,” Prof. Whaling 
said. 

He declared that one of the prime 
essentials to recovery is the building 
of homes and that a potential building 
boom is being retarded by high costs. 
The double menace that is holding back 
recovery is “the threat of increased 
taxes and the threat of inflation,” he 
said. 

[TURN TO PAGE 47, PLEASE] 
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Two Platform Sole Types 


Two types of platform shoes which promise well for the 

coming Fall. Owing to the growing interest in elevated soles, 

leading manufacturers of sole materials have been making 

extensive experiments in producing a filling material that is 

flexible, soft and light. One of these is developed from 
Onco Base, and used in the shoes illustrated. 





Hollywood Footnotes 


[CONTINUED FROM PAGE 28] 


“Mysterious Mr. Moto,” launches a pretty evening 
fashion by wearing tiny bouquets of flowers on some of 
her evening slippers. Selected for the toes of pumps 
matching a gown of azure-blue chiffon are pale pink 
camelias set off by minute sprays of lilies of the valley. 
She has the smallest feet in Hollywood, size 114, shoes 
all custom made. 
+ * * 

Cuff-links assume a new importance in the fashion 
world when they form a shoe fastening, as they do on 
a pair of evening sandals worn by Myrna Loy, who is 
the heroine in the M-G-M late release, “Test Pilot.” Of 
silver kid, the instep fastening is a series of three cuff- 
links of braided silver kid with synthetic star sapphires 
pushed through buttonholes on either side. 


* * * 


Kay Francis still wears the same sneakers to rest 
her feet between scenes and on the set when her feet 
don’t show that she wore when she first started her 
screen career ten years ago. 


Gloria Dickson doesn’t believe in buying ordinary 


hose. This smart dramatic Warner Bros. actress wears 
velvet-heeled hose with sandals cut out in the heel, and 
























































SAYS FINANCIAL BIGWIG 


From Detroit comes this tale of a sale made by 
one of Fyfe's executives to a tycoon of finance. 
This Fyfe shoe man, himself once a banker, 
listed among his friends a financial chap who 
specialized in safe and sure investments. 

Though he directed millions into gilt-edged 
bonds, this gentleman never spent more than 
seven dollars for shoes. That i is, not until the day 
' visited Fyfe's and his old friend sold him 

tight Arch Preservers. 
eeks later, between putts, the Fyfe executive 
asked his friend to be perfectly frank. Friend- 
ae or no, what did he think of Wright Arch 

Preserver Shoes — for comfort, for style . . . and 
for the mone 

Well sir, that tight-lipped money man gushed 
out the finest sales story on Wright Arch Pre- 
servers we ‘ve ever heard. “Of course, they're 
ultra-smart,”” said he, ‘‘their leathers and work- 
manship are the finest, but it's their foot comfort 
that registers with me. Even if the tariff on Wright 
Arch Preservers were four times as high, I'd bank 
my money on their four patented foot health 
features.” 

Now, we haven't stretched this story one iota. 
It’s perfectly true. Wright Arch Preserver cus- 
tomers become your best salesmen. For more 
cash in the till, more trips to the teller, write 
today for the benefits to be had only from the 
Wright Arch Preserver franchise. 





THE 
ORIGINAL. 


IN STOCK 
FOR IMMEDIATE 
SHIPMENT 
e 
AS ADVERTISED IN 


ESQUIRE 
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No. 2920 — White Elk with 
Natural Plantation Ribbed 

Crepe Sole and Heel. A 7-11, 

B 64-11, C 6-11, D 6-11..$3.25 

No. 2924—Same except light 
grey grain and dark grey graintrim 
and leather sole and heel. A 7-11, 
B 7-11, C 6-11 and D 6-11.. $3.25 


WINTHROP SHOE COMPANY 


Branch of the International Shoe Company 
1509 WASHINGTON AVE., ST. LOUIS, MO. 


stockings with her monogram embroidered on the toe 
showing through her toeless new shoes. 


% * * 


Strangest fan letter was received by Gary Cooper 
from Batavia, Java. It read, “Please will you be so 
kind as to send me for cash on delivery all the photo- 
graphs you have handy of yourself in bare feet.” In 
Java, it seeems, good looking feet are more important 
than a profile. 

* oe * 

Printed silk in vivid shades of cerise and blue is the 
unusual fabric chosen by Sonja Henie for a pair of 
afternoon sandals for mid-‘Summer wearing. The skat- 
ing star, who will soon start her next 20th Century-Fox 
picture, “My Lucky Star,” had these shoes designed 
so that the fabric is crossed and wrapped about the 
instep and is tied in a tiny “bandana” knot at the side 
of the ankle. Sonja wears these with an all-white after- 
noon frock and carries a bag to match. 


* * * 


Lola Lane, now working in Warner Bros. “Mr. 
Chump,” has a trick of making an unornamented black 
silk jersey gown exciting by wearing with it black eve- 
ning sandals which have inch-high silver kidskin soles. 


* * * 


Every pair of the recently acquired Summer shoe 
wardrobe selected by Gladys Swarthout is of the toeless 
‘ and heelless variety. There are 25 pairs in all, ranging 


from beach sandals to afternoon, dinner and dancing 
shoes. Sandal stockings for this shoe collection all have 
heels and toes of mesh chiffon. 


e * % 


Joan Crawford, M-G-M star, is introducing a new 
type of sports shoe to Hollywood. Of oxford type, it 
is made entirely of tightly woven straw in gay-colored 
plaid patterns to match sports frocks. The soles are of 
heavy cork and the lacings of braided straw, incorporat- 
ing all the colors in the plaid. 


ca oe % 


Kay Francis selects accessories in blonde alligator to 
accent her sand-colored Summer coat striped in zigzag 
fashion with yellow yarn. 


% * % 


It took Gloria Blondell (Joan’s sister) to think up 
having rhinestone lacings for her black moire evening 
oxfords. 

% % * 

And on a par with that, comes Bette Davis with a 
pair of evening sandals fitted with high heels of catalin 
that she had her jeweler make for her. These heels are 
most striking because of the way this crystal-like compo- 
sition catches the light. 

* a % 

Patent leather in the new burgundy red was selected 
by Gladys Swarthout to wear with her new smart gray 
street suit. The shoes are toeless and heelless pumps. 
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The South Now Leads 
The Style Parade 
The Shoes that will be Hot this 


Fall Will First Be Displayed 
at the 


CHARLOTTE 
SHOE FAIR 


“The Shoe Show of the South” 
July 10, 11, 12 
Hotel Charlotte 


Charlotte, the Friendly City, pre- 
sents its first Shoe Style Show to 
the Shoe Men of America. It will 
pay you to come to the Fair to 
witness Fall Showings of leading 
lines of shoes. Besides, a corking 
good time is in store, and as 
usual, Southern hospitality 


awaits you. 
Nominal Participating Fee 


For Exhibition Space and Room 


Accommodations Address 


Charlotte Hotel 
CHARLOTTE, N. C. 
P. S. 


by the Traveling Shoe Men of the Caro- 
linas and Virginia. 


This announcement is sponsored 


DOGUODODAOUROOODOOUAODDOO ORO UDORODOR NNO ADONOOONOOOOON 





‘Cautious Buying at 
Boston Shoe Fair 


[CONTINUED FROM PAGE 15] 


Barkin, Colonel Charles T. Cahill, Wil- 
liam E. Doyle, Arthur L. Evans, Albert 
E. Gordon, C. Henry Jacobs, A. L. 
Kleven, Paul O. MacBride, Francis 
B. Masterson, N. D. Nexon, H. O. 
Rondeau, Henry B. Rosenthal, Meyer 
Saxe, Frank S. Shapiro, J. A. Slos- 
berg, Ben Stone, E. H. Sulkis, James 
E. Wall and Paul C. Wolfer. 

Assisting Mr. Donovan in arrange- 
ment for the golf tournament was a 
general committee of the Boston Boot 
and Shoe Club, comprising Louis H. 
Salvage, James T. Gormley, William 
T. Doyle, Fred Ahern, Marcus Mc- 
Weeny, F. B. Masterson, Francis Shea, 
John E. Daniels, James T. Keating, 
W. C. Connolly, Sam Langer and 
A. D. Knight. Working with these 
men in the conduct of the tournament, 
publicity and solicitation of prizes were 
William L. Larkin, William Slattery, 
Joseph Lanigan, Ernest Haseltine, 
Harry M. Read, E. M. Winslow and 
George Dempsey. The selection of 
prizes was handled by a committee 
consisting of Messrs. Gormley, Dono- 
van and James H. Stone. 


Selling Summer Through 
Windows 


[CONTINUED FROM PAGE 21] 


man, woman or child is a customer for 
one or more pairs of whites. It’s still 
a good idea, however, to build a June 
window display around the wedding 
and graduation idea, with the special 
needs for white footwear. Windows of 
this type invariably attract a great 
deal of attention and have a special ap- 
peal for everybody who expects to at- 
tend or participate in one of these 
events. 

Later in the month Fourth of July 
provides an opportunity to plan another 
of these occasional window displays, 
based on a holiday. of universal in- 
terest which follows a week-end and 
thus provides opportunity for motor 
trips, excursions and outdoor diver- 
sions that create a special need for vari- 
ous kinds of shoes. Every shoe man 
knows the type of window commonly 
used for a Fourth of July display, with 
its fire crackers, rockets and red, white 
and blue decorations. The display that 
will really click, however, is the one 
that gives a new twist to the old story 
and offers something original and dif- 
ferent. There’s plenty of time to put 
your wits to work between now and the 
end of June to see what you can do in 
planning a Fourth of July window that 
will offer something really novel, dis- 
tinctive and out of the ordinary. 
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June 1938 No. 32 


Published monthly in the interest of. 
and to promote a wider distribution 
for, better shoes for children. 


{ GET 'EM YOUNG! Approxi- 


mately two and a half million 
babies are, born each year in the 
United States. Of this number a 
substantial proportion is born in 
the trading area of your shoe shop. 
Last year’s crop of babies are this 
year’s new customers. They re- 
main prospects for children’s 
shoes for twelve or fifteen years to 
come. A total market of 25 mil- 
lion individuals—a market of un- 
limited possibilities if one will 
only give it reasonable care and 
attention. It is a market limited 
only by the ingenuity of the man 
who sells children’s shoes. More 
so than with any other product, 
children’s shoe buying becomes a 
matter of habit. Get a mother’s 
confidence in your store through 
good merchandise and good ser- 
vice and no competitor can take 
her away by so-called “bargains.” 
If you want to know how to cullti- 
vate the children’s shoe market 
intensively and intelligently, we 
will be glad to give you the benefit 
of our experience. 


ff SHOWING VS. SELLING —werely hav- 
ing merchandise in stock isn’t enough, to- 
day. You have got to merchandise—mer- 
chandising means idea-izing. Get a good 
idea and you’ve got your merchandise half 
sold. The other half is in talking, showing, 
featuring and promoting this idea. The 
newest idea in children’s shoes, approved 
by teachers and physicians, is correct 
“Body Balance.” Scientific shoes built on a 
“Body Balance” principle will give the child 
proper posture with chest out, stomach in, 
spine straight, and all internal organs 
properly adjusted. 


a SOMETHING TO THINK ABOUT—money 
invested in newspaper advertising to get 
more volume .. . is just as sound business 
practice as money invested in rent, equip- 
ment, fixtures, and stock. Advertising is 
a business-getting element that a shoe mer- 
chant must take into consideration. 


« DO YOU OPERATE WEST OF THE ROCK- 
IES? 1€ so, it should interest you to know that 
the Glaser Shoe Company, 63 First Street, San 
Francisco, are West Coast representatives for 
Dr. Posner’s Scientific Shoes. Judging by the 
number of inquiries received on the line in recent 
months, there’s a growing interest on the part of 
the retailers in branded children’s shoes and the 
sales possibilities inherent in this 50-year-old fea- 
ture line. 


DR. A. POSNER, SHOES, INC. 
140 West Broadway New York, N. Y. 
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THIS WEEK IN THE SHOE TRADE 


Saturday. Jume il, 1938 


National News 





Brisk Buying Features Southwest Show 





“Brightest Spot on Business Map,” Edward B. Craney, 
N.S.T.A. Vice-President, Declares at Dallas— 
154 Fall Lines on Display 


DaLLas, TeEx.—Featuring shoes “not 
quite so open” and in “higher style” 
than the Summer best sellers, the sec- 
ond annual Southwestern Fall Style 
Show opened Sunday with 154 lines of 
shoes being displayed on several floors 
of the Adolphus hotel in Dallas with 
the Southwestern Shoe Travelers Asso- 
ciation as sponsor. 


EDWARD B. CRANEY 


Vice-President of National Shoe Travelers 
Association Who Was Honor Guest at 
Dallas Show. 


“High-riding shoes, where the shoe 
comes up higher on the instep and 
around the ankle, are proving popular,” 
said W. T. Mitchell, secretary of the 
Southwestern Shoe Travelers Associa- 
tion. “Open-toe shoes also will be a 
favorite for early Fall buying in this 
locality.” 

Starting Sunday, buying was brisk 
all through the four days of the show, 
as merchants from nine states visited 
the sample rooms, where more than 
200 salesmen, stylists and factory of- 





DATES TO REMEMBER 


Iowa Shoe Fair, Iowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines, Iowa 

June 12, 13, 14, 15, 1938 

Wisconsin Shoe Retailers Association 
25th Annual Convention, Plankin- 
ton Hotel, Milwaukee, Wis. 

June 12, 13, 14, 1938 

Michigan Summer Shoe Fair, Pantlind 
Hotel, Grand Rapids, Mich. 

June 19, 20, 21,1938 

Annual Convention, National Leather 
and Shoe Finders Association, Con- 
gress Hotel, Chicago, Ill. 

June 20, 21, 22, 23, 1938 

Monthly Shoe Buyers Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, III. 

: June 27, 28, 1938 

Pennsylvania Shoe Travelers Associa- 
tion, Style Show and Convention, 
William Penn Hotel, Pittsburgh, Pa. 

July 10, 11, 12, 1938 

Charlotte Shoe Fair, Hotel Charlotte. 
Charlotte, N. C.....July 10, 11, 12, 1938 

Boot and Shoe Travelers Association 
of New York, Annual Summer Out- 
ing. Karatsony’s, Glenwood Landing, 
Wee ac wa h.0 v's velaemagtas wee July 14, 1938 

Buffalo Shoe Travelers Association, 
Shoe Show, Hotel Statler, Buffalo, 

N. Y July 31, August 1, 1938 

National Industrial Stores Association, 
12th Annual Convention, Hotel 
Netherland-Plaza, Cincinnati, Ohio 

September 19, 20, 21, 1938 





ficials displayed the fall creations. 

Up until noon Tuesday, one exhibitor 
had taken orders for more than 12,000 
pairs of shoes, including an opening 
stock of 5000 pairs to one merchant. 
Other exhibitors reported retail mer- 
chants showing much interest in Fal] 
shoes and placing orders for early Fall 
delivery. Some of the representatives 
remained in Dallas the entire week. 

W. L. Stephens of St. Louis, presi- 
dent of Southwestern Shoe Travelers 
Association, said: “Merchants are going 
in for a slightly better quality of 
shoes.” . 

[TURN TO PAGE 40, PLEASE] 


April Shoe Production 
Shows Decline 





PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 
Se APANL i098 
ry 
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Washington, D. C.—Latest figures on 
shoe production in the United States 
during April, 1938, released by the 
Bureau of the Census, Department of 
Commerce, show a decrease of 11.3 per 
cent from March, 1938, and 18.5 per 
cent from April, 1937. A decrease of 
23.1 per cent or 37,686,990 pairs is 
shown in the 4-month period this year, 
January to April, inclusive, as compared 
with the corresponding period last year. 

Every line of footwear showed a de- 
crease during the 4-month period this 
year as compared with the correspond- 
ing period in 1937. Men’s dress shoes 
showed a decline of 25.4 per cent or 
7,846,842 pairs during this period; 
men’s work shoes, a decrease of 33.8 
per cent or 3,310,900 pairs; women’s 
shoes, a decrease of 11.8 per cent or 
6,880,158 pairs; youths’ and boys’, 28.8 
per cent or 1,924,349 pairs; misses’ and 
children’s, 27.8 per cent or 4,775,685 
pairs, and infants’, 24 per cent or 2,- 
222,472 pairs. 





E-J Wins CCC Shoe Contract 


Boston, Mass.—The Endicott John- 
son Corporation has been awarded a 
contract to make 150,000 pairs of ser- 
vice shoes for the Civilian Conserva- 
tion Corps. Half of these are “Type 
B” shoes with leather soles and the 
remainder are “Type E”, with composi- 
tion soling. The bid prices at which 
these contracts were let were $2.08 and 
$1.92, respectively. 
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Flexible, Shape Retaining 

NURSES’ OXFORDS 
Made on the 
New OSCO 
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Process 


IN-STOCK 


















* 







re r 
whic Ria OweNS SHOE Co. 
ADs einct 28 Goodhue St., Salem, Mass. 













indie 





A 4 Ee, 18 te OP 


Vamp and Quarter Lining 


OO 6 Ee 














DURAKALF 
in standard weights 
and colors is 


ALWAYS available 


“RESPRO INC. 
wane U S A 










Rhode Isl 















Brisk Buying Features 
Southwest Show 
[CONTINUED FROM PAGE 39] 
The only general meeting during the 
four-day show was-a breakfast at Hotel 


Adolphus on Wednesday with Mr. 
Stephens presiding and Edward B. 














Craney, of Pittsburgh, Pa., vice-presi- 
dent of the National ‘Shoe Travelers 
Association, as honor guest. 

Expressing surprise at the volume of 
sales at the style show, Mr. Craney 
said that Dallas ard the Southwest is 
probably the brightest spot on the Na- 
tion’s business map. 


“The great increase in the number 


of exhibitors over last year is concrete 
evidence that shoe men are looking to 
Dallas and the Southwest for business,” 
M. Craney declared. “Last year there 
were 93 exhibitors, while this year’s 
show had 154.” 

Mr. Craney said the Southwestern 
Shoe Travelers Association, which 
sponsored the style show had accom- 
plished more than any other sectional 
group during the last year and also 
had more members in the national as- 
sociation than any other group. 

It was voted at the meeting that the 
Southwestern Shoe Travelers Associa- 
tion will meet in a joint annual conven- 
tion with Southwestern Shoe Retailers 
in San Antonio in January, 1939. 

While many pairs of shoes were sold 
during the show, a great many buyers 
and merchants came to get authentic 
style information on Fall shoes, so that 
they would be able to do a better job 
of buying when the salesman called 
upon them in their home town. 

Charles K. Hamblen, of Hamblen 
Boot Shop, Ada, Okla., expressed the 
cpinion held by many merchants who 
attended the show. Mr. Hamblen said, 
“Visiting the style show enables a mer- 
chant to do a better job of buying. He 
is able to see the various lines displayed 
and learn what lines are selling. I[ 
have been in most of the sample rooms 
where the type of shoes that I stock 
are displayed. 

“I am buying 10 to 12 per cent 
lighter this Fall than I did for last 
Fall. Some of this is due to a local 
condition in my town, because of the 
drift of oil production to other centers. 
I feel that conditions are going to get 
better, as I think that lots of our 
troubles are already behind us and 
when Congress adjourns we will still 
be better off.” 

Buyers seemed to be pleased that 
there was a more conservative note in 
Fall shoe styling. One buyer said: 
“Shoe designers are putting the retail 
shoe merchant out of business in their 
mad race to create something new and 
more daring than the fanciest shoes of 
the previous season.” He thought the 
interests of the industry would be 
served by a return to somewhat more 
conservative styling. 





Plans Progress for 
Tri-State Shoe Mart 


PITTSBURGH, PA.—Plans for the Tri- 
State Shoe Mart, sponsored by the 
Pennsylvania Shoe Travelers Associa- 
tion, are making great progress, say 
members of the committee. At this 
early date, more than 100 exhibitors 
have signed up and many more have 
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SIXTY-NINE 
HUNDRED... 


NEW PROSPECTS DAILY* 


Mrs. Day's Ideal Baby shoes will be 
worn by most babies during the earli- 
est stages of foot development. What 
better reason for them to keep on 
wearing shoes of this brand as they 
grow older? Mrs. Day's Flexible 
Hard Soles (2-8) are sold in many 
juvenile shoe departments and should 
be sold in all. 


*Approximate number of new- 
born infants every day in U. S. 


FLEXIBLE Sous 


SOLES 
tq. IDEAL BABY 
MRS. DAY'S suck comPANy 


DANVERS, MASS. 








SIOCK No. 46) 

















signified their intention to attend. More 
than 3000 circulars have been sent out 
to merchants and buyers and the re- 
sponse to these has been very favorable. 

The show, to be held July 10, 11 and 
12, at the William Penn hotel, will take 
up three floors of the hotel in which 
the 4th floor was recently remodeled for 
display purposes only. On July 12, the 
final day of the show, a banquet will 
be held in the Chatterbox of the Wil- 
liam Penn hotel. 


M. J. Saks Visits Coast 


New YorK— Murray J. Saks, of 
M. J. Saks Shoe Corp.,. 152 Duane 
Street, left recently for a combined 
business and pleasure trip to the West 
Coast. After a day’s stop-over in Chi- 
cago for a conference with his Middle 
West representative, Mr. Saks went on 
to Oakland for the California Shoe Re- 
tailers’ Convention, where his lines of 
high-style and nationally advertised 
TRED-MODE shoes were displayed. 

Following visits to the coast trade 
with his far-western representative, Mr. 
Saks and his wife will take in the high 
spots in Southern California and then, 
on the return trip, will visit the Yose- 
mite Valley, Grand Canyon, Colorado 
Springs and other scenic wonders. 

He is expected back in New York 
about June 20, about which time his 
salesmen. will be on their way with the 
TRED-MODE line for Autumn. 
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Shoe Men Give Banquet to H. C. Freeman 
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Tucson, Ariz.—On a recent visit to Tucson, H. C. Freeman, first vice-president * 
of the F reeman Shoe Corp., Beloit, Wis., was given a banquet in his honor by the Hardcastle Joins 
shoe staff of the White House Department Store. Short talks were given by Mr. Fred A. Mayer Shoe Co. 


Freeman and several department heads of this store on shoe manufacturing and 
i . a floor show and dance completed the evening. 





retailing. Following t 


DALLAS, TeEx.—O. B. Hardcastle, 


From left to right, around the table, are: William Wright, manager of the 5 
children’s shoe department; Carl Barbee, Rene Perez, Pat Atkinson, ped of bP ny . - _ reo is ‘ch dag 
the women’s shoe department; H. Myerson, merchandise manager; Mr. Freeman, a gb hg ‘a wn bencond 
pany of Milwaukee. Mr. Hardcastle 


A. Myerson, standing; William Garcia, manager of the men’s shoe department; 
Ross Hagler, Gustavo Contreras, Manuel Martinez, Frank Espinoza and Ray Gage. 


will travel the southern States. 








When in NEW YORK—Pick the Piccadilly 


Say “Hello” to a good “Buy!” Stay at this New, 26 
story hotel. Here, Times SQUARE is all "ROUND 
you—just a stone’s throw to “Radio City,’’69 theatres, 
mid-town business offices and railroad terminals. 
Patronized by shoe executives from coast-to-coast. 
B 

right, quiet, richly furnished rooms—with baths $9.50 


=—deep, soft “sleepyhead” beds and all up-to-the- 
i i Daily rates begin as low as Single 





Write for reservations. Ask for a FREE copy of 
1,001 FACTS about New York City!” 


HOTEL PICCADILLY 


45th St., just West of B'way Roy Moulton, Manager 
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SHOE MANS 
POLISH 


BUILDS BUSINESS 


POLISHES — CLEANERS — DYES 
FOR EVERY SHOE STORE NEED 
WRITE 


CAVALIER-BALTIMORE, MD. 
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bull Sell a Pole 
of cm i 1938 


No end to SHU-SHINE sales 
and profits. Smart cartons 
make sales. Fine quality keeps 
customers satisfied. SHU- 
SHINE never harms leather 
or fabric . . . perfect for 
fine shoes. In tube, bottle, 
jar or Dandee Duster. Order 
from your regular jobber. 


OSMIC CHEMICAL COMPANY 
Brockton, MAssacHUsETTsS 


Tailor Mada fr the Ste Thade! 


SHU- SHINE THE PERFECT 
WHITE SHOE CLEANER 
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“HIGHEST GRADE ONLY” 
EAST WEYMOUTH, MASS., U. S. A. 











GREAT EASTERN SHOE co. 
186 LINCOLN STREET 


BOSTON 






Organize New Foot Aid 
Company 





































NAT L. BAUMEL 


tail. Having a certain amount of 
manual dexterity, he fashioned a cookie 
and a heel seat in one piece and used 








Bodner Opens New 


Department 


PATERSON, N. J.—Max Bodner, pro- 
prietor of the Stenchever Shoe Stores 
in Paterson, Passaic and Hackensack, 
N. J., has opened a new men’s and boys’ 
shoe department in the new and modern 
Konner’s Men’s and Boys’ Shop at 174 
Market Street, here. 

This new store which was recently 
opened, has 5000 square feet more 
floor space than the former store which 
was destroyed by fire. The new shoe 
department, in keeping with the store, 
is modern in every respect and has an 
ideal location in the new store. A com- 
plete stock of footwear for men and 
boys is carried under the private brand 
of “Konners.” 





Tax on Sporting Shoes 
Repealed 


WASHINGTON, D. C.—The 10 per cent 
excise tax on sporting shoes was re- 
pealed by the new revenue act, which 
went into effect on May 28 without 
the signature of the President. After 
June 30 the tax will no longer apply on 
sporting shoes sold by the manufac- 
turer or importer.. It was struck out 


along with the repeal of all sporting 
goods taxes, which were imposed under 
section 609 of the Revenue Act of 1932. 


ii on problem feet in his stores. Along 
came a day when a famous shoe man 
saw him fitting a pair and said: “Why 
don’t you patent it?” Mr. Baumel went 
to the U. S. Patent Office in Washington 
and sat down with the examiners and 
discovered that so simple an idea was 
actually original with him. 

The new appliance is formed of a 
single piece of leather which fits in the 
heel of the shoe and extends under and 
up on the inside of the foot arch, there- 
by lending support at this point and 
tending to balance the foot. It is 
called the “Zephre Foot Balance” and 
it is claimed that it will eliminate such 
difficulties as narrow heel problems, 
gaping shoes, rotating heels, metatarsal 
conditions and short shoes. ° 

Some months ago Mr. Baumel met 
Mr. Goodman in Florida, where the lat- 
ter was recuperating from a serious 
illness, and the two found common in- 
terest in the new device. They returned 
to New York City, opened up an office 
in the Marbridge Building and almost 
overnight developed a market for it— 
one buyer telling another. 

Both Mr. Baumel and Mr. Goodman 
have had years of experience in the 
retail shoe trade and are both widely 
known for their associations with well- 
known shoe firms throughout the coun- 
try. 

Mr. Goodman is known most for his 
association with Seigel Bros. in Detroit, 
where he was buyer for more than 10 


New York—WNat L. Baumel and 
Joseph Goodman, two well-known per- 
sonalities in the retail shoe trade, have , 
organized a new company for the man-. 
ufacture and sale of a new idea in foot 
aids. This new appliance comes out 
of the experience of Mr. Baumel at re- 
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Simply show your customers the 
tournament record of Sportoca- 
sins since their introduction in 


1926. 


Here it is: — 

4 Winners of the American Open 
3 Winners of the British Open 

7 Winners of the American Amateur 
4 Winners of the British Amateur 

1 Winner of the Canadian A 
41 out of 55 members of the et six 

American Walker Cup Teams. 


Need we say more? 


If you haven’t received your new 
es — a price ly =— 


‘ABEott ce Division 311 Canal 
St., Wilton, Me. 


SPORTOCASIN 









































years. Three years ago he was taken 
ill and after a period of enforced re- 
tirement, he is once more back in busi- 
ness in association with Mr. Baumel. 

Mr. Baumel is widely known in New 
York where he formerly owned a chain 
of six retail shoe stores in the metro- 
politan area. Later he was associated 
with Winkelman, leaving there to take 
the post of associate buyer for Hecht 
Bros. in Washington, D. C. Returning 
to New York, he was general manager 
of London Character shoes for some 
time. 

Mr. Baumel and Mr. Goodman have 
established their headquarters under 
the name of Foct Controller, Inc., in 


the Marbridge Building, 47 West 34th | 


Street, this city. At the present time 
they have men covering the various 
territories of the West and on the 
Pacific Coast, which number will be in- 
creased from time to time. 





W. T. Mitchell with 
Irving Drew 

DaLLaAs, TEX.—W. T. Mitchell, sec- 
retary of the Southwestern Shoe Trav- 
elers’ Association, who is well known 
in shoe circles throughout the South- 
west, having traveled this section for a 
number of years, has recently connected 
with the Irving Drew Company, Ports- 
mouth, Ohio. He will travel Texas, 


Oklahoma, Arkansas, Louisiana and 
New Mexico. 
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The Big 
Colt Boot 
Catalog 
B-8 
Shows 
All These 


Styles 


RIDING 

FIELD 

AVIATION — HUNTING 
ENGINEER — COWBOY 
JODHPUR — JODGORE 


Manufactured by 


OLT 
OMWELL CO., Inc. 
STOUGHTON, MASS. 


.EST. 1899 














Brown Shoe Shows Loss 
on Inventories 
St. Louis, Mo.—Although Brown 


"Shoe Company showed a loss of $79,- 


963 for the first six months of this year, 
compared with net profits of $393,631 
in the corresponding period of the pre- 
vious fiscal year, indications point to a 
profitable business during the second 
half of the year, according to President 
John A. Bush, commenting on the firm’s 
financial report. 

“During the last 60 days,” Mr. Bush 
said, “the company’s operations have 
been profitable, and it is hoped and ex- 
pected that regardless of excessive 
taxes, high labor costs, etc., shoes can 
again be manufactured at a profit, and 
that during the second six months more 
shoes will be made and marketed.” 

“Inventory losses incurred, princi- 
pally in the first three months of the 
period,” Mr. Bush explains, “were ap- 
proximately $400,000, all charged off 
during this six months’ period, and 
were occasioned by a constantly declin- 
ing market. Hides and skins and ar- 
ticles made therefrom have apparently 
hit bottom. There is now considerable 
firmness in the leather market. 

“To bring inventories down to a min- 
imum, manufacturing operations were 
greatly reduced, even though sales in 
dollars and cents for the half year were 
off only 12% per cent.” 

Sales for the period were $11,800,456. 

Current assets amounted to $12,608,- 





432, and current liabilities $684,704, 
upon which Mr. Bush comments: 
“Finances of the company are in most 
excellent position to meet depressed 
conditions, current assets being 18 
times current liabilities, and no cur- 
rent borrowings.” At the end of the 
half-year period last year, the company 
had notes payable amounting to $1,- 
200,000. 

Current assets include cash $874,176, 
receivables $5,728,319, and inventories 
$6,005,936, which Mr. Bush states is the 
lowest for many years, against $7,836,- 
377. 

Current liabilities include accounts 
payable (office, director and employee 
credit balances, etc.) , $287,846; Federal 
and State payroll taxes, $51,171; ac- 
crued payrolls, interest in debentures 
and sundry taxes, $173,213; reserve for 
taxes on income of prior year, $172,471. 


N. E. Leads Country 
in Shoe Production 


Boston, Mass. — The New England 
shoe States led the country in produc- 
tion during April with an output of 
18,107,134 pairs, a decrease of 2 per 
cent from April, 1987, as compared to 
a reduction of 18.5 per cent registered 
in'.all States during that month, ac- 
cording to an analysis prepared by the 
New England Shoe and Leather Asso- 
ciatién;. based on the shoe production 
release of the U. S. Bureau of the 
Census. 

Massachusetts led all other States 
with an output of 6,930,651 pairs, fol- 
lowed by New York with a total produc- 
tion of 5,212,626 pairs. Shoe output 
for Massachusetts represented a de- 
cline of 13 per cent from the same 
month a year ago, while the loss reg- 
istered in New Hampshire equalled 2 
per cent. Output in Maine, on the 
other hand, showed a gain of 41 per 





Modern Package for Foot Aid 


Boston, Mass.—The Elastic Tip Com- 
pany of Boston, manufacturers of non- 


metallic arch cushions sold under the 
trade name of “Air Cells”, are now of- 
fering their product to the trade in the 
colorful package shown above which can 
be easily converted into an “action’’ dis- 
play box for counter and even window 
display. Features of these cushions 
which are stressed by the makers are 
that they, slip easily into the shoe and 
stay put; and that their construction is 
such as to permit the circulation of air, 
thereby reducing excess perspiration. 


Dr Scholls 


FOOT COMFORT WEEK 


JUNE 18th to 25th 








cent over production in April, 1937, 
and this is accounted for by the fact 
that last year the C.I.O. strike in the 
Auburn-Lewiston district had badly 
crippled shoe production there. 

For the four months’ period, January 
through April, the New England shoe 
States produced 48,164,516 pairs, or 
almost 11 million pairs less than in the 
same period a year ago. Losses made 
in this period by the individual States 
were 24 per cent for Massachusetts, 
11 for New Hampshire, and 13 per 
cent for Maine. 


Dr. Wilson Joins Bona Allen 


MILWAUKEE, Wis.—Dr. John Arthur 
Wilson, internationally known consult- 
ing chemist, is liquidating John Arthur 
Wilson, Inc., to become technical direc- 
tor of Bona Allen, Inc., Buford, Ga., 
shoe manufacturers. 

From 1912 until 1929, Doctor Wilson 
was in the employ of A. F. Gallun & 
Sons Corp. as chemist. He was sent to 
England, by the Galluns to study under 
the late Prof. H. R. Procter at the 
University of Leeds. He formed his 
own firm in 1929 and one of his first 
clients was Bona Allen. In the new 
post, which he will assume about mid- 
June, Doctor Wilson will continue his 
research in the electronic theory of 
tanning, which he developed and which 
has resulted in the new Calgon tannage. 


Purchases Interest in Store 


ELKHORN, W1s.— Charles Pieplow 
has announced the purchase of the in- 
terest of Breck Henderson in the Pie- 
plow & Henderson Shoe Store here. 
Mr. Pieplow established the business 
many years ago, and in 1919 Mr. Hen- 
derson purchased an interest, thereby 
forming the partnership. The store will 
be operated as the Charles Pieplow 
Shoe Store in the future. Mr. Hender- 
son’s plans have not been announced. 
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Griffin Watkins 


St. Louis, Mo.—Griffin Watkins, di- 
rector of the International Shoe Co., 
and manager of one of its tanneries, 
died recently of a heart attack. He had 
been with the International Shoe Co. 
since it was formed in 1911. Previous 
to that he was manager of the Roberts, 
Johnson & Rand Shoe Company in 
Washington, Mo. After the consolida- 
tion he became director of the com- 
pany. 

Surviving are his widow, Mrs. Ruth 
B. Watkins, and four daughters. 


John B. Crowe 


BRAINTREE, Mass.—John B. Crowe, 
58, treasurer of the’ J. M. Connell Shoe 
Company for the past 11 years, died 
recently at his home in South Brain- 
tree. 





Obituaries 


Michael L. Donovan 


New YorK — Michael L. Donovan, 
New York manager of the Cambridge 
Rubber Company, died as the result 
of a fall while on his way to a business 
conference, June 2. He had been the 
district manager of the New York 
Office of the Cambridge Rubber Com- 
pany, in charge of sales and also in 
charge of the southern branches for 
years. 
























MICHAEL L. DONOVAN 


Mr. Donovan, aged 49, was born in 
Rockland, Mass., son of Mr. and Mrs. 
L. Donovan. Mr. Donovan graduated 
from Harvard in 1911. During the 
World War he held the rank of captain 
in the Officers Reserve Corps, attached 
to the Boston District. His long asso- 
ciation with the shoe industry, through 
E. T. Wright & Co. and for the past 
12 years with the Cambridge Rub- 
ber Company, had won him a host of 
friends in the industry. 

His brother, John S. Donovan, who 
represented E. T. Wright & Co. in New 
York for 20 years or more, died 
almost the same way on July 28, 1936, 
at the age of 44. John fell down a 
flight of stairs and died from concus- 
sion of the brain. 

Michael L. Donovan is survived by 
his wife, Mary, and one son, Law- 
rence M. Donovan, 18 years of age. 
Funeral services and burial were in 
Rockland, Mass., on June 6. 





Joseph Ziegler 


ToLepo, OHI0—Joseph Ziegler, 66, 
well known shoe merchant of this city, 
died suddenly at his home, 310 Win- 
throp Street, here, recently. 

Mr. Ziegler was a resident of Toledo 
for more than 50 years and was the 
founder of the store which bears his 
name at 319 St. Clair Street. He was 
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AND GOING PLACES // 


Perfection* AIR CELLS non-me- 
tallic arch cushions are now ready 
in their colorful new package and 
“ACTION” display box. 


ARCH SUFFERERS 
everywhere are buying AIR CELLS 

. “a pair for every pair of 
shoes.” They’re firm, flexible—give 
instant relief to tired, aching arches. 
Retailing at 1.00 a pair, they’re 
sure-fire repeaters. ‘‘Action’” box 
free with every dozen ordered. 
Your order will be filled at once. 
THE ELASTIC TIP COMPANY 
370 Atlantic Avenue 
Boston Massachusetts 
*Reg. U. S. Pat. Off. 








active in the operation of his store 
until his retirement several years ago. 
Since that time the store has been oper- 
ated by his son Leland. 

He is survived by his widow, his son, 
Leland, a daughter, two sisters and two 
brothers. 





Charles Arrington 


PortsmMouTH, N. H.—Charles Arring- 
ton, 93, this city’s last surviving Civil 
War veteran and for many years super- 
intendent of shoe factories in Beverly, 
Salem and Lynn, Mass., as well as in 
Connecticut, died here recently. 

Mr. Arrington, who entered the shoe 
industry immediately following the 
Civil War, was born in Lynn, Mass., 
and served with the Third Massachu- 
setts Heavy Artillery. He was a past 
commander of Phil Sheridan Post, 
G.A.R., of Salem, and a former presi- 
dent of the Massachusetts Heavy Artil- 
lery Association. 

He is survived by three sons. 





David F. Hutchens 


SHERIDAN, IND.—David F. Hutchens, 
74 years old, owner of the D. F. 
Hutchens Clothing & Shoe Store, died 
here recently. He had been ill for a 
year. The store had been located on 
the same location for 40 years. Two 
daughters and a son survive him. 
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Let 
Colt- Cromwell 
Tell You 


the 
True- Moccasin 


Story! 


Write for Catalogue TM 


EST, 1899 


OLT 


ROMWELL CO., Inc. 
STOUGHTON, MASS. ° 

















Contract Signed by 
Manufacturer 


RocHESTER, N. Y.—C. P. Ford & Co., 
shoe manufacturers, signed a renewal 
of their contract on June 1 with the 
United Shoe Workers of America. 

This contract calls for a closed shop, 
a five-day, forty-hour. week, no work 
on Saturdays or Sundays, with time 


and a half pay for overtime, and affects 


between four hundred fifty and five 
hundred employees. Contract was 
signed for the firm by Wheeler D. 
Allen, president, and Edmond J. White, 
superintendent, and for the union by 
William Thornton, USWA, organizer, 
and Walter B. Fogarty, of the local 
union. 

“Relations between company and 
union officials were pleasant and har- 
monious throughout the contract nego- 
tiations,” was Mr. Allen’s comment in 
confirming the contract renewal. Union 
officials said another large shoe firm 
wes expected to sign a contract within 
a day or two. 

Recent reports of the formation of 
a& new independent organization, the 
Rochester Shoe Workers’ Union, failed 
to effect negotiations at the Ford plant, 
officials said. William Thornton, speak- 
ing for the ClO-affiliated United Shoe 
Workers, said no opposition in its ne- 
gotiations had been encountered and 
none was anticipated. 


Colonial Representatives 


Visit Boston 


Boston, Mass.—The Colonial Tan- 
ning Company had two of their Latin- 
American representatives with them re- 
cently at their Boston office. 

Ramon Poblet who handles the entire 
Colonial line in Cuba, visited the Bos- 
ton office with his son and is going 
to spend two or three-weeks in that 
city. Jose Alba of Mexico City is also 
spending a short time at the Boston 
office, having motored up from Mexico 
City. 


Clark Rejoins Grover 
Sales Staff 


LYNN, Mass.—John B. Clark has re- 
turned to the sales field as Pacific 
Coast representative of the J. J. Grover 
Co. of Lynn. His headquarters are in 


DS Scholls 


FOOT COMFORT WEEK 


JUNE 18'h to 25th 





Los Angeles, where he will carry sam- 
ples of the Grover welts, also the 
Grover turns. 

Mr. Clark has sold Grover shoes for 
meny years. He retired from the road 
for several years, but now returns once 
more to his former calling. 


Trade Name Action Settled 


BRIDGEPORT, CONN. — The action of 
Shoecraft, Inc., of New York City, 
against Herman Friedman, Bridgeport, 
doing business under the trade name 
and style of Shoe-Craft, has been set- 
tled by a consent decree. Mr. Friedman 
has voluntarily and in the interests of 
harmonious relations agreed to discon- 
tinue the use of the name Shoe-Craft. 
He is now operating at 17 Post Office 
Arcade, Bridgeport, under the name 
Scientific Shoe Fitters. 





Expect Big Attendance at Iowa 


Shoe Fair 


Officers of lowa Shoe Travelers Association, which will sponsor Iowa Shoe Fair, at Hotel Fort Des Moines, Des Moines, 


Ta., June 12 to 15. Left to right, 


Carl P. Ortlund, president; E. N. Ochsner, vice-president; J. E. William Prescott, 


secretary-treasurer; O. R. Blechinger, chairman'of the board. Final plans for the show were discussed at an enthusiastic 


meeting of the association June 4 and a large attendance is expected. 


There 


will be a banquet, free to retailers, on 


Monday evening and entertainment for the ladies. 
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Walk-Over Reopens Factory for New Line 
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Harold C. Keith, president of the Geo. E. Keith Company, cutting the first pair of 
shoes at the reopening ceremonies of the Walk-Over No. 3 Factory as H. B. Whit- 
comb, superintendent, looks on. 


BrockTon, Mass.—Harold C. Keith, 
president of the Geo. E. Keith Com- 
pany, recently cut the first pair of 
shoes in No. 3 Factory, thus officially 
putting into production again this 
Walk-Over unit, idle since 1933, now 
reopened for the manufacture of a new 
line of women’s shoes to retail in the 
$6.50 price bracket. 

It was as much of a thrill for the 
veterans as for the newer members of 
the Keith organization present for the 
ceremonies, as cameras clicked, record- 
ing this rededication of a factory which 
already has made an honorable name 
for itself in the annals of Brockton 
shoemaking history. 

In the interested group were some 
of the men who witnessed a similar 
occasion 37 years ago when “No. .3” 
first became a producing unit of the 
Keith company. 

The factory was built in 1901, a 
four-story structure of some 91,000 
square feet. Dedication exercises were 
held Sunday afternoon, June 10 of that 
year, with a gathering of nearly 3000 
in attendance and George E. Keith, the 
founder of the business and father of 
the present president, giving the ad- 
dress of welcome. 

No. 3 began to produce a line of 
men’s shoes in the Fall of 1901 and 
continued until 1917 at which time the 
United States government asked the 
company to devote the entire building 
to the production of army shoes. Sev- 
eral changes were made in the factory 
at that time, and during 1917 and 1918 
nearly a million and a half pairs of 
these shoes were turned out for Uncle 
Sam. 

Four different types were made, 
from the regulation marching shoes to 
the heavy brogan bluchers with soles 


thickly studded with hobnails. For its 
meritorious service the company re- 
ceived from the government a citation 
which is now among the treasured 
archives of the organization. 

The manufacture of civilian shoes 
was again resumed and continued until 
1928, at which time the turn shoe unit 
of the Keith company was moved here 
from Boston and installed in No. 3. 
Later, when old No. 1 factory was dis- 
continued these shoes were made in 
No. 3, until June, 1933. 

Now completely renovated and mod- 
ernized, this historic factory begins 
what it is hoped will be a new era in 
shoemaking for the Keith company. 


Large Attendance Expected 
at Michigan Show 


GRAND Rapips, MicH.—More than 100 
of the foremost shoe manufacturers in 
the country are expected to exhibit 
their Fall lines at the Michigan Sum- 
mer Shoe Fair to be held on June 19, 
20 and 21, at the Pantlind hotel, here. 
Carl E. Verburg, general chairman, 
predicts one of the most successful state 
meetings in the country with several 
hundred shoe retailers from Michigan 
and nearby states expected to attend 
the 3-day event. 

Several hundred guests are expected 
to attend the banquet on the closing 
night of the show which will be held 
in the Supper Club of the Pantlind 
kotel. Following the banquet, there 
will be entertainment and dancing. 

Committeemen working with Mr. Ver- 
burg toward the success of the show 
are: Arthur G. Allen and Steve Rybur- 
syk, publicity; H. B. Lovall and E. 
Gilmore, registration; Tom Hammond 


ELAMS 


PRE-WELTS 


IN STOCK 
For Immediate Delivery 
Sizes 2 to 8 


Wien you fit children in Elam's 
Pre-Welts, you guide their 
feet through normal, healthy 
growth. 


F.S. ELAM SHOE CO. 








and John Anderson, program; Curtis 
Johns and J. Weiner, entertainment, 
and E. H. Dickinson, attendance. 


Appoints Sales Counsel 


Boston, Mass.—The Elastic Tip 
Company, of this city,‘ manufacturers 
of “Perfection Air Cell” arch cushions 
for shoes, announces the appointment 
of the Federated Sales Service, Inc., 
also of this city, as its sales and mar- 
keting counsel. The Redmond Company, 
Boston advertising agency, is in charge 
of the advertising. The Federated Sales 
Service, Inc., will aid this concern in 
all phases of sales and marketing work, 
especially in the building of a nation- 
wide force of manufacturers’ agents to 
contact the trade. 


Shoe Exports Gain 


WASHINGTON, D. C.—The Commerce 
Department reports that April exports 
of canvas rubber-soled shoes were 
valued at $42,804, an increase of 67 per 
cent over the corresponding period in 
1937. The April, 1938, figure, how- 
ever, represents a decline of 5.3 per 
cent over the previous month. 

At the same time the Department 
lists April imports of canvas rubber- 
soled shoes at 80,227 pairs valued at 
$15,413 or 25.9 per cent in volume and 
53.4 per cent in value less than for the 
corresponding period last year. 








BOOT anv SHOE RECORDER, June 11, 1938 


Export Balance in Leather Trade Higher 


Statistics at the end of April, 1938, 
showed a more favorable export bal- 
ance in the foreign leather trade of the 
United States both for April and the 
first four months of the year with the 
April balance recorded at $823,007 
against $387,270 in April last year, 
while for the four-month period of this 
year exports exceeded imports by $2,- 
468,,00 compared with $1,873,353 for 
the four months of 1937, according to 
the Leather and Rubber Division, Bu- 
reau of Foreign and Domestic Com- 
merce, 

April importations of leather were 
valued at $463,221 compared with $1,- 
431,689 in April, 1937. Total imports 
for the four-month period were valued 
at $1,962,147 while last year they were 
valued at $4,406,324, a decrease of 55.5 
per cent. This decline was effected in 
all classes of leather, principally bo- 
vine, the chief type imported into this 
country, importations of which de- 
creased $1,084,600 through April of 
this year from $3,338,221 last year. 
April, 1938, imports of leather manu- 
factures were valued at $540,044 com- 
pared with $688,520 in “April, 1936, and 
the four-month figures were $3,000,364 
and $3,137,915, respectively. 

Importations of footwear totaled 
549,559 pairs valued at $368,625, a de- 
cline in quantity from the April total 
last year of 642,360 pairs but an in- 
crease in value from $360,038 in April, 
1937, to $368,625 in 1938 due to an 
advance of 11 cents in the average 
value per pair to 67 cents in April of 
this year. Four-month figures for this 
year were 2,394,873 pairs valued at 
$1,687,700 compared with 2,229,874 
pairs valued at $1,234,453 in the four 
months of 1937. The bulk of shoe im- 
ports were of the higher grade averag- 
ing slightly over $1 per pair in value. 
The lower grade shoes averaged 25 
cents per pair. 

Total leather exports were valued at 
$4,491,181 in the four months of this 
year compared with $6,813,212 in the 
corresponding period of 1937. April 
exports of leather were valued at $1,- 
080,476, while for the corresponding 


month a year ago exports were valued 
at $1,723,608. This decline was ef- 
fected in all types of leather exports. 
In April of this year 1,026,613 square 
feet of patent leather were exported 
with a value of $163,815, or only 16 
cents per square foot. Last year ex- 
ports were 1,438,295 square feet valued 
at $316,954, or 22 cents per square foot. 
Four-month figures were 3,956,850 
square feet valued at $681,954, whereas 
last year they were 5,152,934 square 
feet valued at $1,092,284. 

Exports of upper and lining leather 
amounted to 3,875,804 square feet with 
a total value of $703,103 in April and 
a unit value of 18 cents. A year ago 
4,626,921 square feet were exported 
with a total value of $1,140,162 and a 
unit value of 24.7 cents. Four-month 
statistics show a large decline this year 
to 15,356,087 square feet valued at $2,- 
956,588 from 20,520,062 square feet 
valued at $4,641,997 last year. 

Exports of leather goods, including 
shoes, were the only exception to the 
downward trend. Total four-month 
foreign shipments of leather goods 
showed an 11.3 per cent increase in 
value to $2,940,030 this year over $2,- 
604,380 last year. April was somewhat 
below last year, the export values being 
$745,818 and $783,871, respectively. 
Exports of footwear were up this April 


‘over a year ago, numbering 231,299 


pairs valued at $433,892 against 206,795 
pairs valued at $406,913 last year. 


New Ideas Needed 
[CONTINUED FROM PAGE 34] 


Joseph S. Stern, president of The 
United States Shoe Corporation, 
sounded a note of optimism by declar- 
ing that the shoe industry has weath- 
ered the gale better than any other 
industry—that its ledger balance is in 
the black. Speaking on “How to Sell 
More Shoes,” he declared: 

“The shoe business is the rock of 
Gibraltar of the entire mercantile 
world. We are probably the most fa- 
vored industry in the matter of good 
business. 


Dr’ Scholls 
Tole} mee). 120) Sma 44.4 


JUNE 18th to 25th 








“The thing that is most the matter 
with business today is that most of 
us have a bad case of the jitters. 

“The two cardinal principles of sell- 
ing more shoes are: First, new 
ideas; second, to back up the ideas 
with enthusiasm.” 

Mr. Stern urged that generous ad- 
vertising space, glamorous window 
displays, and enthusiasm be utilized 
to create a demand among the public— 
and women particularly—for more 
shoes. Women have a certain amount 
of money to spend, and more of it 
can be attracted to shoe purchases 
through the utilization of ideas and 
enthusiasm, he said. He said a the- 
ater manager had told him that movie 
houses have suffered a loss of busi- 
ness because of the competition of 
Bingo, because the woman’s budget 
will not reach to both. 

The convention and fair were large- 
ly attended and merchants eagerly in- 
spected the lines of shoes on display 
to get an idea of style and price 
trends, placing a substantial volume 
of orders for early Fall selling. 











Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 











Karl Eitel Roy Steffen 
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Sure, You Know Shoes 


... that’s your business... But do you know what's 
back of the Insurance Policies you buy to protect them 
from crippling losses? ... That’s our business .. . 





You don’t run your own business on guesswork— 
take any tyro’s say-so on important decisions—accept 


every salesman’s story as gospel truth.—Not you. 


You insist on the full facts and figures—require 
expert analyses—demand deep-reaching surveys that 


delineate your problems in clear-cut terms. 


But how about the business that’s back of your 
business—Insurance? If you caught a crushing blow 
tomorrow from fire, flood or thievery, would your in- 
surance policies cover the full burden of loss? Could 
the companies in back of them pay every dollar due 
you under the terms of the contract? 


Insurance is a hazardous business that requires 


skilled and seasoned management. 


Insurance selling is a technical task that requires 
specialized knowledge and sound judgment that is 


free from bias. 


That’s why the vast bulk of fire and casualty in- 
surance in this country is written under the American 
Agency System. 

Your local insurance agent today, licensed in most 
states only after examination and training, is compe- 
tent to bring to your insurance problems the same 
skill, analysis and singleness of purpose that you de- 


mand of department heads in your firm. 


And he has this advantage over salaried employees 
who sell direct: He’s an independent business man 
operating on his own who’s free to place your insur- 
ance only with those companies best calculated to be 
able to meet their claims when due. 


Automobile, Transportation, Liability 


Riot, Compensation, Robbery, Fidelity 
Insurance agents enhance their services as insurance 


counsellors by intensive study and use of The Spec- 
tator Year Book Reporting Service—70 year old in- 
surance authority that furnishes the complete facts 
on the financial condition of all companies. 


ASK YOUR AGENT FOR THE SPECTATOR RE- 
PORT ON THE COMPANY HE SELECTS AS YOUR 
INSURANCE CARRIER 


THE SPECTATOR YEAR BOOK sits Chestnut st. Philadelphia, Po. 


Other Chilton ob meyys po The Iron Age, Hardware rtment Store Economist, Boot and ee Recorder, The Jewelers’ Circular-Keystone, The Optical 


Journal and Review of Optometry, Automobile Toke deemal Motor World Wholesale, 


Motor , Commercial Car Journal, Automotive Industries, Distribu- 


tion and Warehousing, The Spectator American Review of Life insurance, Spectator Property Insurance Review. 
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COMPLETE 


UMC 
EQUIPMENT 


By any of the following 
processes 
* 


LITTLEWAY AND UCO LOCKSTITCH 
CEMENT 
GOODYEAR WELT 


MSKAY SEWN 
* 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SALESMAN WANTED POSITION WANTED re BUSINESS OPPORTUNITY 
TYLE and qualit f tion 
and quality man open for connection 7 
1. Maine, New Hampshire, Ver-~- S with factory organization needing the right 
2. Mass., Conn., Rhode Island patterns and designs to stimulate high fashion 
3. New York State demand. Has had factory in New York selling 
4. Ohio ba best stores in ae with style and — 
Four territori f l ith el ec- ootwear—strong European connections—skilled 
ats for producing, to sel “factory” make-up line in every ~~ ¢ — “ — Fg SHOE STORE 
men’s dress welt shoes and 0 is in the $824, care Boot hoe Recorder, 2. est 
$3.00 retail grade. 
Strt beable to foence thomilves. No bie 39th Street, New York, N. Y. In Metropolitan New York 
tion to T carrying non-confiicting 8 ine 
Give full ote concerning yourself, references, cag Ra eae or ys eat 
spite Ca excellent opportunity. Handing 
le , § ationally advertise rands, r- 
tag nrg By tow ee FOR SALE chaser will need approximately 
New York, N. ¥. —— $10,000 and manufacturer will assist 
COE responsible party. 
DETROIT RETAIL SHOE Address Box F819 
STORE vous SALE BOOT AND SHOE RECORDER 
SALESMEN WANTED: The owner of a very ful retail shoe 239 W. 39th, New York, N. Y. 
if store (men’s and ladies’ ys only) is forced . 
Nationally advertised women's in-stock line $3—4 to sell his business, 
—6 retailers. Territory available this Fall in 
Penn., Wisconsin, Ohio, California, Michigan, etc. ON ACO a 
Give full particulars. Commission basis. Business Our men's shoes are nationally known, and 
already established. satan Fe oom mage ladten’ a Wg PARTNER WANTED 
Box No. 830, BOOT AND SHOE RECORDER an utiful novelties. For New York Orthopedic Shop 
THIS RETAIL SHOE STORE is and An established mid-tuwr busi ith loyal fol- 
209 South State Street, Chicago, Illinois. has been in the same location for over 16 lowing seeks a partner with. $4,000 for expansion 
years. and Bo pape rg Be ye Ra ag yy ‘ A yee oy 
, essential. nm excellen un: or er 
SALESMEN to handle manufacturer’s line pets called ges aoe eee — party. Please give detailed background in strictest 
men’s hard sole leather slippers. Strictly 832, care Boot and Shoe Recorder, 239 West confidence 
commission, references. Address F-823, care 39th Street. New York, N. Y. Address Box 828; BOOT & er RECORDER 
Boot & Shoe Recorder, 209 So. State Street, 239 W. 39th St., N. Y. Cc. 
Chicago, Ill. 
SIDELINE SALESMEN by manufacturer 
Men’s Spats, easily and quickly presented, WANTED TO PURCHASE 
liberal commission. Address F-822, care Boot WANTED TO PURCHASE 











& Shoe Recorder, 209 So. State Street, Chicago, 























Illinois. 

ALESMEN Wanted for North Carolina, South | LASS tive tre’ of cutters and cive price “Ade SHOE STOCKS BOUGHT 
ap pon Peony ~P oo ee Maa | dees $827, care Boot & Shoe Recorder, 239 Complete or Part 
ginia, Peaneprvasia, Ohio, Tennessee, sume, OR Se | ew Taek, Wholesale or Retail 
t 1 t tstandi li f t 
foot wear to retail for three and four dollare on BARIS SHOE COMPANY, Inc. 
commission basis. Address 829 care Boot & 79-81 READE STREET, NEW YORK, N. Y. 
Shoe Recorder, 140 Federal Street, Boston, MERCHANTS’ NEEDS Telephone WORTH 2-5180-518! 














Mass. 




















Cusco and NORTHERN ILLINOIS 
Women's Noveliy Footwear for a sslesaan with = atten oe. temgiae Woah B 
omen "s 0 y r a Salesman wr mtire or urplus olesale and etail 
proven ability and estaliished trade. This In- EDUIN Md i. Stocks. Also Branded Shoes such as 
Stock line is a and offers real oI pda ome —* beige ne Vitel. 
opportunity to the man who is intere: in q 
making money. State road selling experience toni, — IN Se ae Ete. 
and age in first letter. Address Box $826, care ee f Jobs” 
Boot & Shoe Recorder, 209 South State St., House of Jo 
Chicago, Ii. 





yhaping | 








88 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 

















SHOE SALESMAN—Men’s and Women’s— 





for Eastern Pennsylvania. A large dis- 
tributor to the retail trade and department stores 
offers a splendid Ba geome mgs to an experienced 
man who knows the trade. To such a man, we 
offer established business that can be greatly 
increased depending upon the time given and 
the ability to get results. Your application 
should give full information as to your experi- 
ence and present employment. All correspon- 





Buyers of Surplus Stocks 


trot? awit Ht bey surplus or entire stocks of shoes 
urers, jobbers or retailers. 


QUANTITY NO OBJECT 







KIRSCH-BLACHER CO.., Inc. 
106 Duane St. New York 










dence treated strictly confidential. Address DUNDE SHOE RE-SHAPIN 
#833, care Boot & Shoe Recorder, 239 West ; 


Phone WOrth 2-5377 and 5378 




















39th Street. New York, N. Y. 



















CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
a box number is desired twelve words should be added for the address. In all other cases each word of the 






ES Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@§ 




















Sar Pptscrwnco hbo mee 


a 














‘BOOT anv SHOE RECORDER, June 11, 1938 


[51] 











MERCHANTS’ NEEDS 








The Complete Line oj 
SPATS AND 
SHOE ORNAMENTS 
including our 
Most Successful 
ZIPPER SPAT 


Manolis Manufacturing Co. 
4248 No. Crawford Ave.. 
Chieage, ttl. 
Representatives Wanted 











No Mis-Mates with Mate Marks 
2450 2450 2450 


6 1 —/) ¥, 
vie =, 


rit AND CARTON 


Gus V. Wells—686 45th—Des Moines, le 
Send Free Samples and Prices 





al 


ROBERT HECKEL, Muge.r, 








Useful Souvenir Boosts 


Store Traffic 


OTTawA, ILL.—E. Claus’ Sons, shoe 
store here, are using an advertising 
slogan “Happy Feet for the Whole 
Family in X-ray Fitted Footwear,” 
printed on a souvenir which is given 
away with each purchase. This consists 
of a vest-pocket-size dry shoe cleaner. 
It has already proved a valuable asset 
to the business, for it is appreciated by 
the public and it brings many new 
people into the store. Many customers 
return if only to purchase a large-size 
cleaning pad. This increased store 
traffic has tended to increase sales in a 
very satisfactory manner. 


Central Shoe Store Opens 


JAMESTOWN, N. Y.—The Central 
Shoe Store featuring men’s, women’s 
and children’s footwear, has _ been 
opened at 108 East Third Street in the 
heart of the downtown retail shopping 
district. Louis C. Militello, a graduate 
of the American School of Practipe- 
dics, is manager of the new store and 
Robert C. Lundell, graduate of the Chi- 
cago School of Podology, is assistant 
manager. 


SAINT LOUIS 





Novel Promotion Builds Sales 


END, OkLa.—Herzberg’s has insti- 
tuted a novel type of promotion which 
has increased sales considerably. The 
promotion consists in featuring each 
day, in the store, in its advertisements 
in the newspapers, and in a short daily 
broadcast, a different size of shoe. 
People wearing this size are invited to 
come into the store to see the largest 
assortment of styles in this one par- 
ticular size that they have ever seen. 

This has proved to be an excellent 
method of building consumer interest 
and confidence in the store. No matter 
how difficult their feet are to fit, cus- 
tomers are encouraged to come into 
Herzberg’s to be fitted correctly in 
shoes that are in style. 

An important aspect of this promo- 
tion is that it has enabled the store to 
increase profitable sales without mak- 
ing any price concessions. 


New Arch Relief Shop Opened 


GRAND Rapips, Micu.—The new 
Arch-Relief Shop, 6 Jefferson Ave., 
here, had its opening, recently. This 
shop features both style and comfort 
in fine footwear. 

The shop is managed by W. J. Glad- 
stone, who has had many years’ expe- 
rience in fitting orthopedic shoes. 


Two Stores Consolidated 


BuFFALo, N. Y.—Baker’s Department 
store, which has been in business at 
892 Main street for the last 13 years, 
and Kobacker’s Department, which was 
opened 17 years ago at 1018 Broadway, 
recently announced a consolidation to 
effect economies in buying operations 
through larger scale purchases under 
one head. The two stores, both of 
which have large shoe sections, will 
continue to operate at their present lo- 
cations but both will go under the name 
of “Kobacker’s.” 














MERCHANTS’ NEEDS 





OVER 4000 RETAILERS 
HAVE PROVED THIS 
PRICELESS ADVERTISING 
MEDIUM WILL SELL 
MORE SHOES FOR YOU 


DR. PYLES FOOT OSCILLATOR 


The Most Remarkable Contribution. to shoe retailing in 
recent years. Take your store out of the ordinary class 
Install a Dr. Pyles Foot 

Oscillator, and watch your 

sales ‘Jump Ahead.’’ Brings 

to your customer ‘‘instant’’ 

foot relief. Makes fitting 

easier and quicker, Now in 

use by leading shoe 

and department stores 

throughout the coun- 

try. 


Makes feet more comfortable and actually 
saves time in making sales. Makes ad- 
justments easier. 

Save sales by occupying the impatient 
customer’s time during rush periods. 
Add to your service reputation by en- 
couraging self treatment on oscillator at 
any time by customers and friends. 
Simple and economical operation ... no 
supervision necessary. 

Price $38.50—F. O. B. New York or Stock- 
ton, California. 

Write your shoe manufacturer or jobber 
at once for special discount, or write to— 


VI-PED-EX CORP. 
STOCKTON, CALIFORNIA 


THE 





My) BUSING 
NS CUippings 


—here's how to get 


More Business! 


re Vincent Edwards Idea Clipping Ser- 
vice has over 2,000 satisfied users. Each 

order filled according to what you want: 
wholesalers usually request best retail ads; 
manufacturers usually want ads of com- 
petitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 
World's Largest Advertising Service Organization 
342 Madison Ave., New York City 


Please tell me more about your service 
and special short term trial offer. 
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Hollywood Shoe Styles 
Colorful 

Hoittywoop, Cauir. — Practicality 


combined with imagination is the pop- 
ular shoe of today. A worm’s-eye view 
of the stars of Universal reveals light. 
dainty pastels and vivid, striking pat- 
terns, as well as the heavier shoes for 
kicking up the dust on country tramps. 

American shoes have gained the 
hearty approval of Danielle Darrieux. 
star of Universal’s “The Rage of 
Paris.” Now on her way to France, she 
has taken with her a wide selection 
which includes a striking pair of candy- 
striped silk crepe sandals, with match- 
ing bag. She selected these particularly 
to accent her white and solid-toned spec- 
tator costumes. 

Beautifully designed and oh, so com- 
fortable, are the evening shoes which 
Eve Arden wears in Universal’s “Let- 
ter of Introduction.” To go with a blue- 
and-gold evening gown, her slippers are 
of matching royal blue doeskin com- 
bined with gold kid. They have open 
toes and strips of blue and gold cross 
the vamp. The wedge heel is striped 
with gold and blue. The diagonal strap 
of gold kidskin runs from the side and 
around the back, fastening at the front 

. such are her striking shoes, but 
the flat surface makes a relaxing and 
natural support. 

Andrea Leeds, who is enthusiastic 
about walking as an exercise, covers 
the countryside in perforated Salzburg 
oxfords, of which she has several pairs. 
They are of Tyrolienne design with lac- 
ing on the sides. The heavy leather 
sole is in a darker shade than the 
suede top. Her color combinations are 
white and red, powder blue and navy, 
burnt yellow and brown. 

Deanna Durbin selects for the out- 
door season fine strand raffia oxfords in 
a natural shade. The raffia is woven ‘n 
a lace effect with colored flowers as the 
trim, over the instep and heel. She is 
quite enthused about the platform sole 
which acts as a cushion when she walks. 


Barbush Opens Shoe 


Department 

Harrissurc, Pa.—The official opening 
of the shoe department in the Jeanette 
Shop by Ernest Barbush, well-konwn 
shoe man, was held June 4 when Mr. 
Barbush greeted many of his old 
friends to his own shoe shop. 

The Antioch Shoe and the British 
Walker are featured in Harrisburg’s 
newest shoe department. 

Located in the basement of the 
Jeanette Shop, the shoe department is a 
modern room with attractive, indirect 
lighting. The color scheme is ivory and 
yellow. 

Mr. Barbush, who has been connected 
with the shoe business for about 14 
years, spent 10 years of that time in 
Harrisburg. He was manager of the 
shoe department of the William B. 
Schleisner Store for two years and for 
eight years had served as shoe depart- 
ment manager of the Mary Sacks Store. 
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In the @me( Single-Sole Shoe there are no stitches to form 
a harsh edge and mar foot comfort. The soles are perfectly 
smooth on the inside-—smooth on the outside, too, for the 
channel nuisance has been eliminated and these modern 


shoes can never have “peely soles’. Gme0 Single-Sole 


A cemented shoe is only as good as the cement 
which holds it together. Be sure your shoes are 
bonded with Compo Cement formulated exelu- 
sively for Compo Shoes by the du Pont Company. 


A ©me() ACHIEVEMENT 
.. . &@ new daintiness and 
charm in feminine footwear 


Shoes stay on the last throughout production. This gives 


them a much more accurate and uniform fitting quality. 
They hold their original shape and form through the hardest 
wear—-are more flexible by far— better shoes in every way. 
The production of over 25,000,000 pairs of Single-Sole 
Shoes made with @MP() Equipment and Adhesive: is clear 
proof of the popularity of this most modern manufacturing 


method. Compo Shoe Machinery Corporation, Boston, Mass. 


COMPO SINGLE SOLE SHOES — (Sbicca-DelMac) 
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In choosing a sport shoe line, you want shoes with enough sparkle to bring in volume and enough staple quality 
to carry through. That's many a smart merchant's recipe for big sales and few markdowns—and E-J is right on 


hand with the proper ingredients. 


The 1938 En Joie line is classic as they come, yet it beats all previous versions for dash, novelty and quality. 
 Perforations .. . novel pinked trims . . . criss-cross thong lacing . . . notched caulk welts—popular “mudguard” 
styles .. . En Joie has them all in the right combinations for year-round volume selling, AT $3! 


This year's En Joies hit a new high in quality, too. The line includes genuine Goodyear welts, genuine calfskins, 
and non-slip, heel-gripping counters that save stockings . . . a quality touch your customers will appreciate. 
Girls and women want better value for their money this 

season, so ORDER YOUR EN JOIES FROM STOCK 

AT ONCE. 


ENDICOTT JOHNSON ‘san eianiiiies 
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SUEDE WITH CALF 

Laced Vamp 

2364—Girls' Black suede oxford, black calf 
vamp patch and quarter panel, square nickel 
eyelets on vamp and quarter, vamp and quar- 
ter lacing, 12/8 leather heel. Sizes ABC, 
3/9 2.00 
2365—Same in brown suede and brown calf, 
brass eyelets. 

2366—Same in two-tone brown calf, brass 
eyelets. 

2367—-Same in blue suede and blue calf, 
brass eyelets. 


Pinked "Mudguard" 

2363—Girls' Brown suede oxford, brown calf 
vamp overlay, quarter panel and back-stay, 
brass eyelets, 12/8 leather heel. Sizes ee 
33/9 

2362—-Same in black suede and black bars 
nickel eyelets. 


GENUINE GOODYEAR WELTS 
Criss-Cross Laced Trim 

2350—Girls' Brown elk oxford, cord-stitched 
vamp and quarter, vamp and quarter lacing, 
mg eyelets, 7/8 leather heel. Sizes ABC. 


GENUINE CALFSKIN 

Perforated 

2342—Girls' Brown calf oxford, black rope 
stitch, vamp perforations, _— leather heel. 


2351—As 2350 in black elk, nickel eyelets. 


Pinked Vamp Patch 

2346—Girls’ Brown elk oxford, pinked vamp 
patch, vamp and quarter perforations, brass 
oblong eyelets, 7/8 leather heel. Sizes ABC, 
32/9 2. 
es in black elk, nickel oblong eye- 
ets 

GENUINE CALFSKIN 

Thong-Laced Trim 

2338—Girls' Brown calf oxford, vamp and 
quarter lacing, brown rope stitched, 12/8 
leather heel. Sizes ABC, 3'/2/9 ...... 2.00 
2337—Same in black calf, black rope stitch. 


Sizes ABC, 32/9 We agotie wwas s 2.00 
2341—Same in black calf. 

Pinked "Mudguard" 

2348—Girls' Black calf oxford, pinked mud- 
guard, vamp and quarter perforations, black 
stitched, vamp lacing, 12/8 leather heel. 
Sizes ABC, 32/9 

2349—Same in brown calf. 


Snap-on Kiltie Tongue 

2343—Girls' Black calf snap-on Kiltie tongue 
oxford, vamp and quarter lacing and per- 
forations, black stitched, 12/8 leather heel. 
Sizes ABC, 3!/./9 

2344—-Same in brown calf. 


NDICOTT, N. Y. NEW YORK CITY ST. LOUIS 
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COMPLETE 


UMC 
EQUIPMENT 


By any of the following 
processes 
te 


LITTLEWAY AND UCO LOCKSTITCH 
CEMENT 
GOODYEAR WELT 


MSKAY SEWN 
* 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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--o Will bring Repeat ~* ) THE pp Q 
Business and Soft Profits... SHOE 


This new soft leather shoe has all the health features usually found in a shoe selling for 
twice the price. That's why they repeat and repeat—the purchaser gets comfort, wear and 


Made on the Justin “Tru-fit” last, which provides a short 
pear-shaped back, giving plenty of room without crowding, 
and still insures a snug fit at the ankle. The short front, ball 
to tip, eliminates the unnecessary space usually found in 
most toes. The heel is rounded at the bottom to permit proper 
ocillation and the hollowed metatorsal allows the use of 
a special heel and arch pad, as well as a soft metatorsal 
cushion. This shoe also has a special steel arch, reinforced 
with wooden pegs. Here’s the health shoe you have been 

rah Ba Ba waiting for—all the tested health features, yet at a moderate 
Heel Longitudinal Metatorsal price. 


Cushion 
H. J. JUSTIN & SONS, INC., FT. WORTH, TEXAS 
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U/C SOFT BOX TOE 
MATERIAL 


gives extra pliability to the 
toe of the shoe. When more 
than ordinary toe flexibility is 
desired it is readily accom- 
plished by using this box toe. 
e The same material is exten- 
sively used in the heel portion 
of several types of shoes when 
special counter flexibility 
is wanted. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Scuffless “PYRAHEEL” plastic heel covering is the best 

protection you can offer customers against unsightly 

marred heels. Tell them that car pedals and sidewalk 

grates will not check or scuff these heels—that they'll 

look trim and new throughout the life of the shoe. You'll 

find women quickly appreciate that Scuffless heels give “sell” wo 

them extra value. : fate wher actheet 
Take advantage of this practical selling point. Ask 

your regular manufacturer to use Scuffless “PYRAHEEL” 

on your next order. Write for samples and complete 


“PYRAHEEL” 


heir finest footwear 


information. 


* 
4.4.3. pat ort 


“NEW JERSE 
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THE WORLD'S FINEST COLORED CALFSKIN 
BY OHIO 








N= 






Men don’t pull their punches. In every-day wear they punish shoe leather. Luxor can “take 
it.” It can also “dish it out” in the manner of comfort, smooth style, and lasting perfection. 
Soft in texture but tough and enduring, it keeps in shape, and will go the limit. It’s a 
“Knockout” for men’s shoes—it builds the “decision,” to buy another pair. Specify it with 








confidence that it will worthily uphold your reputation. 


CREATIONS /IN. GALF 


A COMPLETE SERVICE IN FINE CALF LEATHERS 4 


THE ONIO LEATHER COMPANY GIRARD, OHIO Y G~- 





















